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Key THOUGHTS OF THE WEEK 


IT IS NOT TRUE 
that J. P. Morgan, the banker, jumped from the 
Hoboken Ferry. 

ITIS NOT TRUE 
that the new Chrysler building has been sold to the 
National Casket Company. 

iTIS NOT TRUE 


That the Great National Shoe Company has trans- 
ferred all its activities to making soap bubbles for 
the American Clay Pipe Company. 


ITIS NOT TRUE 


that the American Steel Company has laid off two 
office boys. 


ITIS NOT TRUE 


that President Hoover has requested a $10,000 na- 
tional loan from the Republic of Venezuela. 


ITIS NOT TRUE 
that the toothpick industry is down at the mouth. 


ITIS NOT TRUE 
that the Anti-Saloon League has taken to drink. 


TIS NOT TRUE 


that the Boor anp SHOE RecorperR has been sold 
to F. W. Woolworth Co. 


IT IS NOT TRUE 
that Santa Claus has committed hari-kari. 


IT IS TRUE 


that Uncle Sam is in business as usual and is pre- 
paring for a REAL MERRY XMAS this year 
of our Good Lord 1929. 


* * * 


ERE is a quotation from a letter from George E. 
Woodcock of Rochester : 

“We learn from various authentic sources such as 
the governing boards of the Stock Exchange, Depart- 
ment of Commerce, etc., that Christmas is to be observed 
as usual this year. It will fall on December 25—that is 
Wednesday.” 

x * x 
ET’S take pattern after that fine old sea dog, who, 
when asked if he had struck his colors, replied: 
“Hell, no, I am just beginning to fight.” A lot of money 
has been lost in speculation but it is still in the U.S. A. 
It will get back into circulation again. Lots of it will 
be passing your door. Invite it inside. 




















“Grading up” is sound retail policy 

but it takes a lot of tact and discretion 

to make it effective. Sometimes the 
customer has a pretty definite notion 
about the price he wants or can afford to 
pay. He doesn’t like being made to feel he’s 
a piker.” If he can be convinced through 
constructive salesmanship that it’s to his ad- 


66 ELLO, Jim.” 
“Well, hello there, Old Vet. 
Sit down.” 


“Don’t care if I do, but you needn’t look so mad 
about it,” replied the Old Veteran. 

“Say, you’d be mad too,” sputtered Jim, The Shoe 
Man, proprietor of the leading shoe store on Main 
Street. “Look at that hat! Look at it, I say.” 

“Looks pretty spiffy to me,” said the Old Veteran. 

“Well, yes, maybe. But I hate it and I always 
will hate it. You see,” Jim went on, “I always buy 
my hats from Davis across the street. I can’t quit 
‘cause he sends us a lot of trade. But, believe me, 
I get mad every time I buy a hat there.” 

“How come?” asked the Old Veteran. 

“They never sell me what I ask for! I think five 
dollars is a good price for a hat, but I don’t mind 
paying seven. That’s about what most of my 
friends pay, and that’s what I ask for. But every 
time, every single time, I come out with a ten 
dollar hat—and it makes me sore!” 

“But say, Jim,” said the Old Veteran, “you can 
easily afford a ten dollar hat.” 

“Of course I can, and because I can afford it they 
treat me as if I were kidding when I say seven 
dollars. They shame me out of a seven dollar hat 
into a ten dollar one by telling me a man in my 
position—or, you know the line of talk—nothing’s 
too good for me—it pays to buy the best—and all 
that sort of stuff, 

“Say, every word of it is probably true as gospel. 


C’mon in. 















36 








vantage to buy the better 

shoe, that’s another story, 

In this little dialogue. Mr. 
French presents some illumi. 
nating sidelights on this im. 
portant phase of selling. In the 
light of recent developments, his 
viewpoint is worth thinking abou 


But listen! I’ve gone through many a lean year 
getting where I am. The spirit of economy is bre 
into my bones, and it makes me hate every one o/ 
my ten dollar hats. I feel guilty wearing them 
because I just can’t get it out of my head that seven 
dollars is enough to pay for a hat. No douht I'm 
foolish but—” 

“Wait a minute, Jim! Hold on there!” broke in 
the Old Veteran. “Aren’t you the very same fel- 
low I heard preaching to your clerks that they must 
sell every customer the highest priced shoe they 
can? Many a time I’ve seen you pat a salesman 
on the back when the customer asked for a six dollar 
shoe and went out with an eight dollar pair.” 

“Yes, yes, yes, but shoes are different,” 
Jim. “A higher priced shoe will wear better, fit 
better, and keep its shape longer—real economy for 
the customer! Selling better shoes builds trade for 
the store. You know that yourself. 

“But a hat—say, my hats don’t look nor wear any 
better than anybody else’s. May have a littl: far- 
cier sweatband or something, but if it werei't for 
the trade they send over I wouldn’t go near tha 
store.” 


houted 


The Old Veteran got up. “Don’t mind ‘: I go 
get a little air, do you, Jim? Be back in a minute.” 

Circling the block, he stepped up to ‘ic hat 
counter at Davis Clothing Company. 

“Say, where’s a good place to buy a pair of 


Shoes?” he queried the young man behind the 


counter. 
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Se/l Him Better Shoes tf You 
(an— But Whatever You 
Do, Get the Money 







“Right over yonder at Jim, the Shoe Man’s,”” was 





the answer. 

“All right, are they?” 

“Yeah, and be sure to ask for Pete—don’t know 
his last name—just Pete. Mister, he’s one of the 
iew shoe men left in this world that'll sell you what 
you ask for. In the average shoe store a man has 







a battle on his hands unless he wants to buy the 







| year f highest priced stuff they’ve got.” 

s breif “You don’t like that, eh?” 

me of Criminee, no! See my shoes? Six dollars. 
them ff They look all right. They feel O. K. They wear 






seven MM plenty good. I’m the guy that’s payin’ for them and 
it I'm they suit me fine, so why should I let any shoe nian 





sting me for more money? Say, mister, one reason 
the chain shoe stores are going over so big is that 
a fellow knows before he goes in just how much 
he’s gonna get nicked for. See?” 

“That goes for the hat store, too, doesn’t it? 
asked the Old Veteran. 

“Don't be foolish! Listen, mister. Hats are 
different, entirely different! Men don’t know what 
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outed J they want in hats. Some of ’em think they do but 
r, fit J they don’t. And I’m here to set ’em right. See? 
vy for For instance, Jim, the Shoe Man, was in this 
e for morning asking for a seven dollar hat. Say, 
say, that bozo’s got money! Any hat man that’d 
any fi let him get away with less than a ten dollar 
fan- hat would be doing him a positive injustice !” 
t for “But maybe seven dollars is all he wants 
that fH to pay.” 
“What difference does that make? You 
I go @™ see, a ten dollar hat—look at this one—it’s 
ute.” J got it all over a seven dollar one in looks, feel 
hat # and style. There’s no comparison! You know 
the old saying : Quality is remembered long after 
r of J Ptice is forgotten. That’s my motto.” 
the “But,” insisted the Old Veteran, “maybe seven 
dollars is all he wants to pay.” 
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MURRAY C. FRENCH 


Say, you don’t seem to get the idea at all. Hats 
are different! Selling ‘em quality goods is what 
brings ’em back—always! Then—you know we 
have only about so many customers every day, and 
we've got to get all we can out of every one to keep 
going. And besides—I work on commission. See?” 

“But you say that if the shoe man did the same 
thing he’d be driving trade away, eh?” 

“Sure, ‘cause one shoe wears and looks about as 
good as another, no matter what they cost. But 
hats—hats are different!” 

And so the Old Veteran returned to Jim, the 
Shoe Man’s and called Pete over. 

“Pete,” he said, “I hear it all over town that you 
never show a customer a higher priced shoe than he 
asks for. Now, you know, Jim here has told the 
boys a dozen times that they must get every possi- 
ble nickel out of every customer.” 

Pete squirmed a little and answered: “I menat 
to ask the boss about that several times, but the 
way he puts it up to us makes it sound as if there’s 
no two ways about it.” 

“Go ahead, Pete,” said his boss. “Speak right 
up and don’t be bashful.” 

“Well, when a man asks me for a certain priced 
shoe, I figure price is uppermost in his mind, and 
he’s done a lot of thinking about the price before he 
ever came in. If he asks for six dollar shoes, | 
always tell him: ‘You bet, [ can give you a dandy 

six dollar shoe.’ That puts his mind at 

ease and makes him feel that I’m 
in sympathy with his ideas.” 

“But don’t you even sug- 

gest a_ higher priced 

shoe?” asked the Old 

Veteran. 

“In a way, yes. While 

I’m working on the six 

dollar shoes I leave an 

eight dollar one lying 
around where he can pick 
it up and fool with it and ask 
questions. But I never belittle 
his six dollar ideas even while I’m 
telling him about the eight dollar shoe. 
[TURN TO PAGE 92, PLEASE] 
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J. T. GEUTING, JR. 
Philadelphia, Pa. 


@ A Young Man’s Impressions of Opportunity 
in Men’s Shoes 


EING a young man in my second year in the 
men’s Retail Shoe Business, and having just 


completed my second trip to the manufacturing 
district of Brockton, or the South Shore District, at the 
advice of my father and uncles, I was asked to put on 
paper the impressions made upon my mind by this trip. 
This might be considered part of my apprenticeship. 

It was not until the completion of this trip that the 
reason for knowing the minor details of shoe con- 
struction, and the great aid of this knowledge in re- 
tailing, was fully brought home to me. There is a 
world of romance in the shoe business, which I have 
adopted as a life’s work. I can see now the tremen- 
dous impression this knowledge makes at the contact 
point with the customer. 

It is temarkable to me how a city like Brockton can 
have a population dependent entirely upon shoes or 
shoe accessories, and how closely joined the retail busi- 
ness is to the prosperity of that city. 

Possibly the deepest impression made in going around 
the factories was mass production and the marvelous 
labor saving devices. Apparently all factories are run 
on a unit basis of so many pairs a day and their pros- 
perity is hinged directly to keeping as near that unit 
basis as is possible. Wonderful machines performing 
human operations—rows upon rows of unfinished shoes 
being pushed from one operation to another—long tables 
lined with busy women stitching, punching and glueing 
—long rooms lined with vibrating, pounding machines ; 


Craftsmanship, 


a a ae aN, 


yet, despite this twentieth century speed, there stil] 
persists the spirit of former centuries of craftsmen, 
Care in his or her particular detail work was apparent 
wherever I paused in my rounds to ask questions 
These workers would take great pains to explain their J 
operation and its relationship to those following or 
preceding it. 


pounded 


HROUGH the kindness and interest of one of these 

workers, and at his direct instructions, I was able t 
do something which every young shoe man having the 
opportunity, should take time to do. I was taught the 
rudiments of last drafting. Even a slight knowledg 
of this subject gives a man another way of looking 
at shoes and a better understanding of fit. I drafted 
a pattern directly from the wooden last. I carried m 
own patterns to the cutting room foreman who helped 
me to select stock for a shoe. Then I carried this shoe 
cut from my own pattern to the different operations 
performing some myself. I watched the shoe take form 
from the cutting table till it was finally treed and packed 
in the finishing room. I still have this shoe and the 
patterns. ... It turned out surprisingly well. 

A young man can certainly get much pleasure and at 
the same time acquire a store of knowledge, never to 
be forgotten, by such an experience as I have had. My 
trip carried me through all kinds of factories. I think 
I got most kick-out of watching the making of hand 
made shoes and the hand operations requiring skill 
One old Irishman spent over one hour with me explain- 
ing the stitching of welts by hand. He explained and 
demonstrated every move from the making of his 
thread to the final beating of the finished welt. 

I even made a thread and got along famously unt! 
it came to winding the pigs bristle used as a guide, on 
the end. Here I failed miserably. He laughed and 
told me it took him more than a day to learn to do the 
same thing. He was surely a craftsman if there ever 
was one. Pride in his work, especially when he learneé 
that the very shoe which he was stitching would bk 
later sold in our store, possibly by myself, and I might 
say even a love of work . .. love was certainly it- 
fused into this shoemaker craftsman. 






NOTHER of these craftsmen showed me many of the 
finer minor details which make hand made shoes 
much superior to even high grade machine made shoes 
This old fellow assured me that he was the best hand 
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© stitcher in Brockton. Whether he was or not, I do not 


know. His work was beautiful and he spoke not in a 


which is lacking in so many modern industries. 


HERE is marvelous romance in shoes . . . much 
more than I ever dreamed of finding, until I spent 


| two weeks where they are actually made. When business 


is fun, and the drab grind has been taken out, so much 
more punch can be put into everyday work. Such knowl- 


| edge as I have picked up is of tremendous aid at the 


“contact point.” 

One great impression I received is this. Slowly but 
surely the craftsmen are being pushed out by these 
modern robots. True, this is a machine age. . . . 
Speed is paramount, and youth and speed go hand in 
hand . . . but, cannot that spirit of craftsman- 
ship be preserved? It is in this pride and care in 
work that shoe romance lies, and we retailers, young 


. and old, should endeavor to hold this. In our busi- 


ness craftsmanship is brought home at every turn 
F fine workmanship is pointed to with pride 
We should not let this slip. 


I am sure such a vacation as I have spent would bring 
these same impressions home to every young man. Like 
every young fellow, I think I know a great deal, but 
slowly I am learning how little I know and how much 
there is to learn. 


BENCH shoemaker con- 

tinuing the art of hand 

shoe making at the factory of 

Stacy- Adams Co., Brockton, 
Mass. 
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‘ 
1—Wide edge, hand sewn 
2—Rounded shank 
3—Flat tread 
4—Custom toe 
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“Wealth is created 














slowly but surely and 
knows no speed greater 
than time and toil com- 
bined.” Hereisa 
phrase out of the lead- 
ing editorial in the issue 
of November 2nd. It 
can be studied over and 
over again—it is eco- 
nomic fact. 

We recommend your 
rereading the newspa- 
per clipping above. It 
appeared in many news- 
papers in all parts of the 
country. 


“ 
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p. And 
Poot & 


“Footwear is not today a luxury; it is not priced as a luxury; 
it never has been priced as a luxury.” “i ” 

What is needed more than anything else today is a common 
sense approach to the worth and utility of footwear. 

No shoe, no matter what its price, should be classified as a 
es It is a necessity of dress and its fashion value is far 
00 ‘ 

There is a place for the best shoe made in every grade and 
it will continue in demand no matter what ecoriomic situation 
may arise. No condition should be allowéd to retard the 


_ &52 appreciation of good footwear—there is grate danger that 
iy™ o%e price mig 


ht become confused with quality and standards low- 
ered. Keep the quality up. ~ 
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Ihinking ceded 


| FACE FACTS. Business will be done at a profit. 


Bankers will demand profit capacity of concerns—no credit will be 
given unless business concerns can make money. 


We will see less of factory fillers at a loss. We will see less of 
window and shelf fillers at a loss. 


When paper profits were being made—the spirit was national—‘“why 
economize?” Conditions change—values respond. 








President Hoover, engineer, administrator and business president says: 

“My own experience has been that words are not of any great impor- 
tance in times of economic disturbance. It is action that counts. Our 
national capacity for hard work and intelligent cooperation is ample 
guarantee of the future.” 

Secretary Mellon reduces income tax to fit into the economic situation, 
thereby releasing more money for consumption of goods. 

We are now entering the biggest consumption period as is shown by 
the release of Christmas Fund money, extra dividends, continuance of 
wages and a desire to keep the American pocketbook busy. 

The fundamental hunger for things continues. 

The spending of much money is planned by railroads for improvements. 
Tunnels and bridges are being pushed. 

Real estate, the biggest business in the world, is picking up. Build- 
ing capacity is on the increase. 

More money will be made within business offices, factories and stores 
through the natural capacity for hard winter work. 

Note this great economic fact in the President’s statement: “The post- 
ponement of construction during the past months including not only 
buildings, railroad, merchant marine and public utilities; but also Federal, 
State and municipal public works, provides a substantial reserve for prompt 
expanded action. The situation is further assured by the exceptionally 
strong cash position of the large manufacturing industries in the country.” 


The consensus from the great leaders of the shoe trade is there is no 
noticeable change in shoe trade conditions. The industry continues to 
buy what it needs when it needs it—and is making no change in its plans 
for a constant sale of shoes to a public always in the market for new 


shoes. 

There has been no loss in energetic imagination. No country on the 
face of the globe hungers for things as does America. 

Its living standards are not changed in the flash of a market crash. 

Stores and factories are substantial things. Goods are wanted things. 
here has been no decline in their fundamental values. 

There has been a lag in purchasing capacity of the American people. 
It now gets a new stimulation. 

Work for a return of natural and normal purchasing of wanted goods. 
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Getting More Shoes Sold Right 


E. O. Ray 


Get a Broader Vision 


HAT a narrow life some business men lead. 

Their daily walk is from their homes to the 
street car, to the store, out to lunch and back, from 
the store to the home. Their scope is confined to 
four walls and a ceiling. No wonder they get into 
a groove and stay there. 

The progressive, wide-awake merchant widens his 
vision by getting away from his store at frequent, 
brief intervals, to see what the rest of the town is 
doing. He goes “window shopping” and knows 
what is the vogue in millinery, gowns, coats, and 
other women’s wear. He mixes with men and 
listens to what they are saying about things. 

He knows what people are thinking about mer- 
chants and their wares. He can serve his women 
trade by helping them to decide upon colors, har- 
mony, contrasts, and completing the dress ensemble 
with certain types of shoes. He becomes an 
authority on dress and women come to him naturally 
for help. There ought to be a law compelling every 
merchant to get out of his store a part of each day. 
What a help it would be in buying and selling! 
Modern business demands broadness of vision. 
Outside contacts help to develop it. 


Senatorial Aid 


OME of our statesmen (?) at Washington got | 
“all het up” because a senator hired an expert § 

to help him with the tariff bill. It seems to be a | 
crime, according to the demagogues, to employ | 


brains and ability in framing important legislation. 
It is better to guess, or listen to some small farm 
agitator or politician with an axe to grind. 

Most of the senators count votes instead of im- 
ports and exports. Most of them do not know that 
a farmer never takes off a cow hide unless the critter 
dies on his hands. But they will stick a tariff wall 
around the few farmer hides they hear about. Watch 
them shuffle and squirm and twist when some small 
local industry is concerned. To most of our senators 
the tariff is surely a “local issue.” 





te al 


What “Fitting” Is 


‘SITTING feet” means more than putting the 

shoe on the foot correctly. It means fitting the 
shoe to the customer’s needs, personality, dress, vo- 
cation, and satisfaction. It means more than selling 










the customer a pair of shoes. It means welding the FF 


customer to the store with invisible, unbreakable 
bonds of appreciation for service well performed. 
It means the establishment of confidence in the 
store and its staff. It means a hundred things be- 
sides “fitting feet.” A complete understanding of 
all these things and application of them to your daily 
life in business means success. 







Pe 


Get Practical 


HOE advertising seems to be afflicted with some 
of the ailments of modern life. Jazz, crazy 
futurism, cubism, deformed art, and blah. Not 
enough selling punch. Not enough practicality 
Not enough common-sense and application of tried 
and proven methods. “Art” runs amuck and writ: 
ing goes clean off its balance. All this modern stuff 
may be “good publicity” but it is doubtful in cash 
register results. There is one set of rules for selling 
shoes by the use of printers’ ink that never has been, 
and never will be discounted. An illustration 0! 
the shoe—a plainly-worded description—a_ few 
words about its desirability--the price asked—all in 
readable type, on a good page in the paper. Mer- 
chants who stick to that will not go wrong. They 
will never complain that their advertising money } 
wasted. Let’s all get back to sanity in advertising 
and quit sailing around with the “new art.” 
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Buying or Selling 


a who has traveled over the country for 
many years said the other day: “I have 
bought many shoes in many stores. I have bought 
extra pairs, socks, garters, shoe trees, and things 
that go with shoes, but I have never had them sold 
to me. I have always had to ask for them. No 
shoe salesman has ever suggested them to me.” 
How many men have had the same experience? 
How many dollars have been lost to how many stores 
simply because the salespeople are timid or in- 
different ? 


fe 


Get Window Wise 


RE you afraid to show the higher-priced shoes 

in your window? Have you an idea lodged 

in the back of your mind that people may be scared 

off by good shoes? Forget it. Many kinds of 
people look into your win- 


dows are the index to the contents of your business 
place. 


Me 


Ratio of W1se-Ones 


Le faint-hearted chap can find a hundred 
reasons to back up his cowardice. Right now 
he is slowing down his efforts because, he says, the 
whole world went broke in the stock market. That 
is a long way from the truth. There are about 
140,000,000 people in this country. Less than 
1,000,000 gambled (not invested) in stocks accord- 
ing to records. That is about the usual ratio of 
suckers to wise ones. Cheer up, timid one, it is 
not as bad as you hoped. 


ie ih, 


A young man opened a small shoe store in a 
small town. He was advised by wise heads to “lay 
off the novelties and play 





dows. Not all of them are 
looking for low-priced 


staples and good lines of 
children’s shoes.” Did he 


shoes. —Good News— 


Some people consider 
it a compliment when you 
offer them high class 
goods. (Like the old 
darkey who was asked to 
make change for a $20 
bill.) You can’t sell ’em 
if you don’t show ’em. 
Strangers have but one 
way of judging a store— 
by its windows. If they 
see all cheap shoes they 
think it’s a cheap store. 

Make your windows 
talk to all the people you 
want to sell. Not too 
much of any one thing. 
Just a nice balance that 
tells people what you have 
inside. “The eyes are the 
windows of the soul,” 
someone said. Your win- 


F as 


Boor AnD SHoz Recorpsr 
‘combining TH= SHo# ReTaiLsr, Nov. 23, 1929 





“I endorse most heartily your new 
plan. As you know, co-operation has 
always been talked about and almost 
prayed for by me but I found so many 
who would cut off the ‘Co’ that I have 
been somewhat weakened in my faith 
by ‘Operation.’ However I am still 
able to get around and hope to wind 
up my long and useless career in 
close touch with shoes to the end. 

“Incidentally Alexander & Com- 
pany celebrate their fortieth year of 
business life this month and the Old 
Man rounds out his fifty-eighth year 
of continuous joys and pleasures of 
the retail shoe business.” 


SEATON ALEXANDER, 
Alexander & Company 
Wheeling, West Virginia 


* * ok 


Seaton Alexander, past president of 
the National Shoe Retailers’ Associa- 
tion and a prominent citizen of Wheel- 
ing, West Virginia, has indeed a philos- 
ophy that is in line with his long ser- 
vice in shoes. He is a merchant in the 
full term of the word—buys and sells 
on faith in mankind. He has never had 
an out and out clearance sale. First 
principles in merchandising always. 


President. 








take the advice? Yes, just 
like the sucker who was 
warned to stay away from 
the stock market. He 
wanted to get his quick, 
and he did. Right where 
the turkey will get the axe 
in a few days. 


Most of the new auto- 
mobiles have two spare 
tires hitched onto the 
front fenders. How easy 
it is to sell spares—except- 
ing shoes. A man will 
buy two units of anything 
he wears, usually more 
than two. Shirts, socks, 
ties, etc., but shoes—one 
pair. Whose fault? 
What’s to be done about 
it? And when? 









Does WEATHER 


SN’T it just about time body called the turn 
on this weather alibi? If it’s too warm or too 
cold shoe men blame the weather. Rain keeps 
customers home and sunshine lures them away 
from the stores. Selling shoes is like farming in 
this regard; the weather is never just right. But 
whether it’s fair or stormy, everybody wears shoes. 
Why not teach them the right shoes for the 
weather? Why not put weather on the salesforce? 

























idea that has contributed construc- 
tively to the increased sales of shoes 
now being reflected in increased production. 
“Shoes for the Costume” or the ensemble 
idea has been a big factor in promoting the 
sale of women’s shoes and is now being em- 
ployed to excellent advantage in the men’s 
business. 

There is still an undeveloped opportunity 
for shoe merchants to increase their sales 
through a campaign of education to teach 
the public, particularly the women, the right 
shoe for the weather and the season. It is 





“Gis for the Occasion” is an 
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Fi 
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not only dangerous to health and uneconom- 
ical to wear a light, airy shoe on the street 
on a rainy day, but it’s also hopelessly 
wrong from the standpoint of correct 
dress. Women have learned to give intel- 
ligent consideration to the proper shoe to 
complete their afternoon and evening en- 
sembles and the costumes they wear on 
dressier occasions. They do not give the 
same degree of consideration to the right 
shoes for the rainy day costume, for prac- 
tical utility and stormy weather. © 

In a sense, the smart rainy day costume 
is of relatively recent evolution. It is with- 
in the past six months that the couturiers of 
Paris have been giving serious attention to 
such dress items as overshoes and to rub- 
berized fabrics for rainy day coats. The 
former idea was to make one’s older cloth- 
ing serve for rough weather and this idea 
prevailed, to a considerable extent, even 
among the smartly dressed and well-to-do 
classes. But along with increased pros- 
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RIGOVERN SALES? 


ASN’T the shoe man a joint responsibility with 
the medical profession for the physical well- 
being of the folks who ought to know better but 
don’t? Isn’t this the logical time of year to teach 
everybody that oxfords and the more serviceable 
types of footwear have also their proper place in 
the style picture? Cannot the merchant sell extra 
pairs if he stresses in his advertising a new slogan 
of “Shoes for the Weather and Season”? 





A Oe 



















perity and the acceptance of the idea of a 
correct ensemble for every occasion there 
came also the styleful costume for rainy days 
and a greater emphasis upon rough weather 








apparel of every description. 

Within the past decade luxurious fur 
coats have come to be cherished possessions 
of American girls of moderate means. 
Oddly enough, there are comparatively few 
who give much thought to the right types of 









shoes to wear with them. In snow, rain and 






stormy weather the rubber or fabric over- 





shoe is a recognized necessity. When outer 






footwear is not worn, the correct shoe for 






the street is an oxford or step-in of suf- 






ficiently sturdy construction to afford proper 






protection, yet styleful in appearance to 






harmonize correctly with the costume. 





Increased volume can be attained at this 






season of the year by a vigorous drive to 





sell the feminine public the idea that cor- 






rect dress demands at least one pair of 
sturdy shoes for every wardrobe. ‘The 
habit of making an old pair of pumps serve 
for stormy days is one of the big obstacles 









to a normal, seasonable business, especially 





when cold weather is delayed, as it has been 






this year. Enterprising merchants in many 






of the northern cities are recognizing this 
fact and making a strong bid through news- 
paper advertising and window displays for 










oxford business. Exploiting the necessity 
of these shoes from a style standpoint is 
undoubtedly one of the most effective ways 
of getting this season’s shoes off the shelves 
before sale season. Now is the time to sell 
oxfords at a profit, while they are season- 
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Bitty ROGERsS- 
SHOE MERCHART 


Enmeshed in the Toils of (ut Price (ompetition, 
Billy Struggles Bravely to Win Out 








HEN Emery Parker went out of his way to 
W telephone Billy that two stores close to Billy’s 
were about to get new tenants, Billy felt in- 
stinctively that there was a reason for the tip. He had 
an uncomfortable feeling that it meant trouble for him, 
somehow, so first thing next morning he dropped into 
the offices of the Fretton Real Estate Company. 

His friend, Martin Bloom, was already in and wel- 


comed Billy. “Hello, Mr. Rogers, how do you find 
yourseli—and what can I do for you? Getting ready 
to open another store? I hear you’re doing great busi- 
ness at 264 Mill Street.” 

“Tm doing all right, thanks—in spite of three shoe 
stores already in the block; but I’m not thinking of a 
second store; this one’s giving me all I want to think 
about at present. I dropped in, Bloom, to see if you’ve 
heard anything about any changes in my block. I was 
told there were two new people coming in. Is it so?” 
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WHAT Has 
GOnE BEFORE 


ILLY ROGERS wanted to own 

a shoe store. He had $17,000 
and some practical experience ac- 
quired as a salesman in Parker’s 
Shoe Shop. George Morland was 
willing to sell his store for $22,000. 
Too willing, in fact, as it appeared 
when Billy, acting on the advice 
of June Solent, consulted Jethro 
Blunt, president of Fretton Na- 
tional Bank, and the latter scanned 
the figures on Morland’s business. 
Billy decided not to buy Morland 
out and after consulting his for- 
mer boss, Parker, decided to 
launch his own business. He 
picked a promising location, ac- 
quired a stock and opened his 
store. Experience taught him that 
store management has its prob- 
lems. Billy’s competitors made 
trouble by cutting prices and to 
meet the situation the young mer- 
chant studied the possibilities of 
advertising. He also learned what 
it means to appease the wrath of 
the displeased customer and dis- 
covered the importance of watch- 
ing incidental expense. He finds 
some of the traveling salesmen 
most helpful and accepts their ad- 
vice on buying problems. But the 
matter of collections causes Billy 
and June a lot of worry. They 
decide to go on a cash basis and 
send out a collection letter to cus- 
tomers whose accounts are over- 
due. The letter produced unex- 
pected results, angry protests and 
lost customers. Getting his stock 
down to a reasonable figure is 
Billy’s next problem. He has some 
strange experiences in trying to 
stage a cut price sale. 


By Harold Whitehead 


“That’s true. We rented one, while the owner rented 
the other. As a matter of fact, Rogers, the store at 298 
—that’s nearly at the next corner, some fifteen stores 
from you I think, is rented to the Warranty Shoe people. 
They’ve been waiting for a location for a long time. 
They got a bit peeved when you bought Perelli’s lease. 
They felt we should have done it for them, and they 
said if we didn’t get something right away, they’d cut 
us out. You know, Rogers,” Bloom laughed good- 
naturedly, “you slipped one over on us when you got 
hold of Perelli’s lease. I knew Perelli wasn’t doing so 
good, but I figured he could sweat another couple of 
months! and then might be willing to move for nothing 
—and then you got on to it somehow and slipped under 
the tape ahead of me.” 

Billy recalled the suggestions and information his 
old boss, Emery Parker, gave him when he first thought 
of opening a store and mentally thanked him again for 
his advice on choosing a location. He was worried, 
though, at the thought of having the great Warranty 
shoe chain so near to him. They specialized on a four- 
forty shoe—and gave very good value both in men’s 

[TURN TO PAGE 94, PLEASE] 











Arthur Ebbs, 
Chairman, 
Convention 
Committee 
















66 ADIES and Gentlemen of the Shoe Au- 
[sire this is Arthur Ebbs, chairman 
of the 1930 Convention Committee, an- 
nouncing from Station NSRA. For the next 
five minutes you will listen to Jesse Adler, 
‘mighty mentor’ of men’s shoe fashions. Mr. 
Adler operates twenty-two men’s shoe stores in 
New York City, and scintillates with stories. 
He will report the activity of the men’s foot- 
wear section and the prominent place it will 
occupy on the program of activities of the com- 
ing convention of the National Shoe Retailers 
Association in St. Louis, Jan. 6, 7, 8 and 9.” 









STATION NSIRAIB 


The orchestra is crooning a new meiody—‘!}lu 
Shoes.”” The announcer, deep Missouri monotone, con- 
tinues as he booms his message into the ether to kx 
transmitted to the uttermost parts of the shoe world 

“This rare privilege of presenting Jesse Adler thrills 
me to my very sole. His message to shoe merchants, 
‘man-minded’ merchants, is an absorbing one, ani! it 
will interest you. The next voice that you will hear will 
be that of M-i-s-t-e-r A-d-l-e-r.” 


Jesse Adler: 
“There will be no moping momentum in the men’s 
footwear program of activities at this convention. [or 


the men’s division of the shoe business will have its 
rightful portion of the educational features. 

“The national exhibit of retail shoe advertising «lon 
is worth a ‘hoofing’ to St. Louis to view the gobs and 
blobs of the best men’s shoe advertisements with word) 
wallops that have produced winners. Ideas sink quicker 
in a successful atmosphere of ‘men-minded’ shoe mer- 
chants. A new slant on your advertising can cliange 
the complexion of your volume. It can add |! to 
your profit. It may change a profitless trade to shoe 
dollars every six weeks. 

‘“‘Meet the merchant who has turned the ‘trick’ Of 
course, he'll tell you how he has done it. Thi- is a 
‘tell and sell’ convention. The ‘brass tacks’ bu -iness 
sessions will benefit you. Speakers interested the 
problems of men’s shoe stores will cite definite ca «s of 
success. These ‘At the Front’ experiences neve: miss 
fire. They’re really helpful and offer the be-' bets 
from a lifetime of business battles. I never miss ° ses- 
sion and have never failed to gather a few ‘blu« chip 
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A) BROADCASTING 
DROFITS ror 1930 


l ideas that ‘bulled’ the business of the Adler Shoe 
) Stores. In a dogged, dynamic business like ours, we 
) must get into a new atmosphere at least once a year. 


If we can’t get away, we can’t get anywhere. The “Sport shoes for summer are going over with 
| ‘Lunch and Learn’ sessions will supply the inspiration 4 pang. A past season has proved them out. 


| required to add new vigor and enthusiasm during the ‘They’re in for a heavv hoist in the volume. 


| keen ‘ompetitive year ahead. But, pick the successful types and avoid those 
that die with ‘shelf poisoning.’ Know the high- 
spots of an approaching successful summer of 
sport shoe activity. Study the affairs of this 
situation . . . it will produce extra pairs and 


added dollars. Blast out the *‘Blooey 


patterns 
. build up on ‘Sports’ and more sales. 


“The Pageant of Footwear Fashions will 
present the correct styles in men’s shoes. 
From a ‘peep-side’ seat you will get the 
dress slant and the proper place of footwear 
in the wardrobe of the well-dressed man. 
This presentation of men’s wearing apparel 
will equip you to make the proper style sug- 
gestion to your customers. This can result 
in extra pairs, but only when you know what 
is Men’s Style. 

“I want you to do just one thing before 
concluding this broadcast. . . . Get a paper 
and pencil... . Are you ready? ... Here it 
is.... Write this down as I give it to you. 
... First, these dates ...Jan.6...7 

-8...4nd 9.... Then, St Louis ... 
N.S. R. A. Convention, and in large letters 
..»-BE THERE.... Put this in front of you 
on your desk and OBEY THAT IMPULSE. 

That reminds me of a Scotch s-t-o-r-y. Jesse Adler, 
“Pardon, Mr. Adler, the time is up... . Chairman, 
You have been listening to Jesse Adler, giv- Men’s Styles 
ing the highlights of the men’s section of Committee 
the coming National Shoe Retailers’ Associ- 

ation Convention to be held in St. Louis.” 
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Corops Ann Wuites Fort Ss 


| of the shoe world are now training themselves on the long-distance vision of Palm the far 
Beach styles. This season will indeed bring many colors into the style picture. The re- ast. 

tailer who wishes to profit from the observations of Palm Beach fashions must determine, by It hi 
his clientele, what will be the business-making shoes and what are to be the colorful borders 
of attraction to his volume. White is a flattering complement to the natural sun-tan mode. 
It is wearable by everyone who is tanned and also by those whose skins show only a reddish 
burn. White shoes, plain or lightly trimmed, seem forecast for popularity. In this article 

Madame Jeffries analyzes the promising trends in the season’s Palm Beach footwear. 


that hi: 


By Madame Hamilton Jeffries 


ALM BEACH footwear this season will have the Fashion Editor 
Pi: scope of a Renaissance. Tired colors and Boot AND SHOE RECORDER 
soft crayon finishes will be seen in frocks, gowns 
and wraps. Unusual blends and harmonies in citrus a 
tones will be the choices of the fashionable models. The Pen 
citrus tones which in art are the third set of colors, 
are expressive of the colorings of citrus fruits. such 


season, 
pump. 

hat is ; 

brims i 

o. hom, will als 

whites first, Some 

then pastels, bisque, 

and multi-colors. very sn 

tant als 


as the lime, grapefruit, kumquat and also cai lied transpa 
orange peel coloring. Many times, soft tones are com- looks 1i 
bined with quiet green or a pink bisque, sometimes with The sh: 
a sharp yellow. Consequently, the shoe merchant must red, wi 
a hot sun watch Palm Beach and keep his sensitive eye alert for trol hat 


The strongest 
colors can be 
worn — under 
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SouTHERN Piayerounnps 


the favored and unusual colorings of this fashion fore- 
cast. 

It has been brought to the notice of the fashion wise 
that hats will have much to do with shoe styles this 


In dress, 

yellow greens, 
blues and pinks, 
lavender and lime 


season, and that the off-the-face hat complements the 
pump. Of course, in the heat of the season a brimmed 
hat is absolutely necessary, and as we anticipate some 
brims in Palm Beach, we know that the one strap shoe 
will also be favored. 

Some of the new hat shades are: Rose dew, rose 
bisque, Patou beige, also gisele blue and baby blue are 
very smart tones for spring. The off shades are impor- 
tant also, old ivory is to be worn. Trico Marcelle a 
transparent chain like weave, and summer tweed which 
looks like shantung, are the new Agnes hat materials. 
The sharp shades, such as Venetian purple and Corrida 
ted, with beige, green and brown, will pretty well con- 
trol hat colorings for town wear. 
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Sun and health 
are the two outstand- 
ing fashion influences 


The summer silks are anticipated again, and at this 
moment in Paris, the one tone crepe is important, but 
the floral effects will come through in softer colors 
than heretofore. 

The importance of luxury shoes for Palm Beach 
becomes more apparent this season, probably because 
of the drastic change in the silhouette. Molded hip and 
waist lines, flowing panels and circular effects, all tell 
us of the more feminine woman, who will want beauty 
line and color in her footwear. Lace overlays, com- 
binations of pink and beige, new fabrics in weaves that 
resemble buckram and alpaca, cross woven linens in 
checked and plaided effects, tapestries, plain weaves in 
plain fabrics tipped and quartered in luster leather of 
contrasting colors, all-over punched hole effects, printed 
and stenciled linens, woven lace effects with hand painted 
or stenciled outlines on flowers, fabrics in two and three 
tones of one color are all to be worn. 

Beige and bisque shades, crayons, pinks and white, 
vivid blues and whites, yellow and brown mixtures and 
old ivory, are some of the usual shades that will blend 

[TURN TO PAGE 96, PLEASE] 





MAKING THE Foumipayb 


URING the weeks preceding the Christmas holi- 
days there is a tremendous amount of money 
wasted on knick-knacks and silly frippery. The 


urge to spend and the “at peace with the world” attitude 
seems to warp the judgment even of the practical 


minded. The result, only too often, is extravagance on 
the part ef the giver and disappointment for the recipient. 

Here, then, is an opportunity for the shoe retailer to 
suggest, by advertising and window display, sensible, 
wearable and acceptable gifts for Christmas. 


HIS is an age of clever toilettes and ever changing 

color schemes, so a pair of rubber overshoes is a 
splendid practical gift to complete any charming ensem- 
ble. No person relishes wearing an overboot a second 
year. Many women fit spike heels into flat heel overshoes, 
this being done through making one pair serve every 
occasion from a motive of economy. The fact remains 
that any woman would appreciate two pairs of over- 
shoes a season. 

The rubber footwear trades should provide a smart 
Christmas carton for display, or a seal to be pasted on a 
white box. They should invite the retailer’s cooperation 
and see that the retailer features rubber footwear in 
prominent and conspicuous places in shoe departments 


52 


A selling story in 27 words: 
Is she neat? Then she wears 
rubber overshoes every rainy 


day. 


But her careless sister 
stumbles along in dirty, mud 


spattered shoes. 


Show women—contrasts in 


dress. 


and windows. By placing one smartly style 
shoe in a group of leather shoes, it completely 
the ensemble picture in a woman’s mind, and in 
detracts from other merchandise. 
turing of rubber footwear will bring into the 
woman who has not anticipated the rainy day, 
has not had rubber footwear brought to her at 


LMOST no thought has been: given to the 


tional idea of showing in window or newspa{ 


a picture of a woman with a mud-spattered s' 
It doesn’t matter how fastidious a woman maj 
shock of seeing the oil and mud-spattered hose, ¢ 
by the person who is usually: very careful, c 
utilized to stimulate buying. It is a thought 

rubber industry could well bear in mind in | 
consumer and trade advertising. 


N a few weeks all types of playground footw: 

start to come through to the retailer’s shel\ 
anticipation of leisure, the world-wide interest i 
playgrounds has caused a styling of shoes adapt 
the Espadrille and Alpargata, which should de\ 
a sizable trade in itself. Beach shoes, Chin 
and all types of sneakers promise to become t'i 
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Doitar Work OVERTIME 
Speed Up December Sales of Rubbers 


this season. The use of cork has been adopted by many 
fashion creators. It now remains for the retailer to 
capitalize these ideas and feature for America’s con- 
sumption smart artistic feather weight rubber footwear 
for winter and summer playgrounds. 

The greatest boys’ rubber footwear season lies 
ahead. Youngsters buy their own baseball and sneaker 
footwear and instinctively ask for brands that have 
been advertised with human interest cuts and pictures. 

Sometimes the extra stripings and different colored 
toe reinforcements catch the fancy of the youngster 
as well as the grown up. The difference in design on 
the soles of men’s sneakers often decides the sale. In 
one instance where a diamond shaped embossing was 


employed as a sole design 
—the rough finish in the 
cut-outs outsold the smooth 
50 per cent. 

Sometimes the changing 
of a strap or the employ- 
ment of a little different 
buckle or design makes a 
tremendous difference in 
the retailer’s acceptance as 
well as in the final sale of 
rubber footwear. 

Gifts pleasing yet prac- 
tical will play an important 
part in the Christmas busi- 
ness this year. This is a 
situation made to order for 
the shoe man. What could 
be more appropriate, for 
example, than a pair of 
smart rubber overshoes in 
one of the attractive styles 
now being created in such 
an amazing variety of colors 


my 


NT 
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for Southern beach and sports 


and patterns? Retail shoe merchants are ever desirous 
of turning rubber stocks into money as early in the 
season as possible. The Christmas season this year gives 
them the opportunity and this article tells how. 


ORTUNATELY enough, fashion is this year accept- 

ing rubber footwear as a style item for smart beach 
and week-end lounging wear. The innumerable camps 
and summer vacation schools who, in their booklets and 
outfit lists, require at least three pairs of sneakers per 
child, are fertile outlets for the wide-awake merchant 
to contact. The merchant could arrange to have his 
trade line listed in the booklets so that when this list 
becomes familiar in the mind of the mother, that brand 


of merchandise will be 
asked for in preference to 
others. 

The rubber industry has 
done a great deal toward 
advertising branded lines 
of rubber 
Through pictures and at- 
tractive color advertising 
much has been told to the 
It now remains 


to sell the retail salesman 


footwear. 


consumer. 


the uses and advantages of 
the featherweight 
overshoe. A pair or two 


new 


in every woman’s closet 
should be the objective. 
Keep telling the salesman 
the importance of the article 
and then see that he believes 
it enough to follow through 
with timely suggestions to 
the customer while she is in 


a buying mood. 
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ever Loses His Head 
in a Storm 


Many a skipper has blown down out of 
Arctic seas—his rigging and gear frozen 
fast—his face and clothing caked in cut- 
ting, freezing salt spray—his heart in 
his mouth—and warmed only by the 
determination that his ship and his crew 
must live. 


Feet planted as solidly as possible on a 
slippery deck—hands gripping pain- 
fully at the wheel or shielding stinging 
eyes from an ice-laden wind—he peers 
AHEAD for warmer, calmer waters. 


Determination keeps him afloat .. . 
He cannot lose his head . . . why, man, 
IT TAKES GUTS TO BE A REAL 
SKIPPER. 


Out of the gale he will run into fog— 
heavy fog, perhaps. Destruction here is 
not so immediate—but he is pressed in 
with a blanket of doubt. 
down 


The gale is 
- - - but more than ever he must 
be alert, ready. 


There’s a new course to be set . . . lines 
to be reeved . . . sails to be mended 
and trimmed to catch evegy breeze that 
rises. There may be days of hard tack 
and salt beef before the cook’s galley 
can be bailed out and provisions salvaged 
... days in dripping clothing and nights 
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in a soggy bunk . . . or days and nights 


at the pumps.... But the ship is riding 
the swells, on toward sunshine and fair 


winds. 


Take courage, all you skippers in the 
business world—THE BAROMETER IS 
RISING. Catch every breath of business 
that blows your way. Press on merchan- 
dising sail. Keep your eye sharp ahead. 
Your cargo may be heavy—but don’t 
jettison it—don’t sacrifice to the gods 
of shipwreck. There’s better weather 
ahead, and good trading along the 
neighboring coast. 


We’ve been sailing in the higher lati- 
tudes a bit too much of late. Let’s run 
along the temperate coasts for a while 
—turn traders with a vengeance—keep 
our cargo of stock flowing from the 
hold——get our craft ship-shape and ready 
for a long sail to better markets in the 
near future. There’s always fair weather 
after every storm. 


Courage. Plant your feet firmly on your 
decks. Look ahead—why, bless me, 
there’s a hole in the fog already—and a 
strip of blue sky on the horizon. ALL 
HANDS ON DECK TO MAKE SAIL! 


Sacre Tie 


President 
Boot and Shoe Recorder 





Droits iw FAnpDBAcs 


How a Successful Shoe Store Sells Them 


Tailored calfskin with 

French closing. Slide 

fastener closes _ bill 
pocket 


treatment of 
in bag base. 
Pouch bottoms are 
liked by many women 


Semi-tailored boarded 

calfskin envelopes with 

metallic monograms and 
disks are popular 


a 


Square cloisené buckles in 
multi-colors are appearing 
on tailored town bags 


handbag business makes one wonder at times 

if the end of the rainbow isn’t right in our 
own front yard. If you were talking with him regard- 
ing the potential possibilities of getting more of the 
customer‘s dollar, and making him like it, the chances 
are he would tell you of his experience in the acces- 
sories field. 

“Go back for a minute to consider the development 
of the hosiery business in shoe stores during the past 
decade,” said Mr. Broadhurst. “The sales possibilities 
for handbags are just as great, as a shoe store—place 
where leather shoes are sold—is just the place to sell 
leather handbags, especially these are invariably bought 
to complement the said shoes. 

“Those merchants selling high grade shoes who have 
not investigated this subject are not aware of the big 
field that lies in the selling of good quality handbags. 
This is not a Christmas or seasonal proposition by 
any means. Women are in the market at all times for 
smart bags. 

“A neat business is picked up through the men, too. 
Many a man still has a dislike to trade in department 
stores. If he is present-buying, something nice that 
can be purchased by simply walking in the front door 
of a shoe store is apt to have a stronger appeal to him 
than wandering around in a department store. Men 
do buy a fair amount of bags as presents at that. They 
are not in the market for cheap things, as their idea 
of desirability is based on the price a good store asks 

“Consider this thought. Handbags are just as much 
a necessity as stockings are. Women do not have any 
pockets in their clothes, so every one must carry a bag. 

“A shoe store has three angles of appreach in regard 
to the sale of bags: 

A—The windows and news- 
paper advertising. 

B—The casual customer in 
the store. 

C—The salespeople. 

“When a salesforce is })! 
erly coached, the desire 
handbag can be firmly p 
in a customer’s mind. 
takes skillful work on t! 
of the shoe-fitter, but it : 
worth the effort to al 
cerned. Paying the mi 
fair extra commissiot 
each purchase made by 
tomer whom they have | 
duced helps materially. 


R ‘vecas BROADHURST’S experience in the 


Envelope in 

dark brown liz- 

ard, of a style 

favored in Eng- 
land 


Ty 
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s Hi CATCHES 
TRE EYE 


n the 

times 

an our 

gard- 

f the 

ances 

icces- @ Hill Bros. Shoes not only catch 
the eye, but they withstand the 


ment careful scouting of the young 
» past fellow who knows or thinks he 
ilities knows. 

place 


> sell In Style No. 1013 you will 
yught notice— 

have A doggy double toe cap. 
the Smart diamond cut-outs on 
a the saddle—with | Scotch 


ee. grain underlay. 
; for ’ 


A steel plug in the thin, 
sheik heel. It doesn’t show 
in the picture, but it’s there. 


And quarter stitching to 
increase the ankle hugging 
effect. 


In the window as on the foot this 
shoe stands out as a young 
fellow’s ideal. 


How many pairs can you use 
from In Stock right now? 


Hint Bros.Co. 
A 


HUDSON TF MASS: 
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UNCE for ounce and inch 
for inch, no fiber equals 





Oreferab 
SCUSEFER ER 


has still another distinctive 
quality—appearance. 








silk for strength and 
durability. 


These two qualities are the first essentials of 
good shoe laces. So there can be no quarrel 
when we say that silk laces are the only laces 
which can guarantee full satisfaction in shoes 
made to deliver service. 


But, in addition to strength and quality, silk 


Buy Schaeffer Laces through your jobber. 


SCHAEFFER & COMPANY 











IMPORTED 
ENGLISH SPATS 


made of 
ENGLISH CLOTH 


by 
ENGLISH WORKMEN 


In Stock 
Piccadilly Grade 
$18.00 per doz. 


Buckingham 
Grade $30.00 


per doz. 











Perfect Fit 
Rolled Leather Bindings, 
Leather Facing 
Four Holed Horn Buttons 
Superior Workmanship 


BOXED IN SINGLE PAIRS 


COLT-CROMWELL CO., Inc. 


ESTABLISHED 1899 
New York, N. Y. 





1239 Broadway 








58 








So, when we say “silk laces” 
we say in substance — the 
maximum of shoe service plus unapproachable 
smartness. 


And Schaeffer silk laces are all silk. 


Authentic colors always in accord with style 
conference recommendations. 


He has them. 


222 Cedar Street, Reading, Pa. 
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made shoes. 


LOCO ONO NO NOLS 


and Better 


No. 367—Pat. petabooeys ym 
2-6 h 
Profits. 


and Quarter Inlay: 2-6; no he 
1. 


IN STOCK 


Maize Shoe Co., Rochester, N. Y. 





Big money for red-hot salesmen in Pa., Ohio and the 
Coast. Commission Basis. Corr d Confidentia! 


r 
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Just one of ak 
fine line-up of § 
Infants’ quality- 9 


Try “Sunbeams” §} 
for Satisfaction § 
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ASport Sole 
that’s 


GUARANTEED! 





Guaranteed for the life of the shoe, <¢ 


AUBURN Sport Soles lead to larger 
volume, easier sales, and guarantee 
satisfied customers. 


A guarantee so liberal that the pur- 
chaser is forever protected against dis- 
satisfaction. A guarantee that makes 
shoes soled with the famous AUBURN 
Sport Soles a genuine economy. 


To help you feature the AUBURN 
guarantee, many manufacturers attach 
to each pair of shoes, the Guarantee 
Tag illustrated below. Read the guar- 
antee! There are nolimitations! AU- 
BURN Sport Soles must give complete 
satisfaction for the life of the shoe. 


Kris Kros,—a world 
of “snap,”—especial- 
ly in the season’s best 
color combinations. 


SEND FOR , 








AUBURN RUBBER CORP., 

Auburn, Indiana, U. S. A. 

Without obligation, please mail us details 
of the complete AUBURN Program,—in- 
cluding folder illustrating all your new 
Sport Sole Designs, and your Dealer Sales 
Helps. 

a 


Address 
B&asSR 

















Spud-Grip,—the most 
beautiful of all Sport Soles. 


Years of use by makers of fine shoes has shown 
AUBURN Sport Soles to be worthy of this un- 
qualified guarantee. And in addition to their 
supreme quality, AUBURN soles are unexcelled 
for style and comfort. 

Illustrated above is SPUD-GRIP, -- often spoken 
of as the most beautiful of all Sport Soles. With- 
out a peer for firm grip, it never-the-less is com- 
fortable for street wear and lends itself excep- 
tionally well to attractive color combinations so 
in vogue this year. 

AUBURN offers designs of all types in nine dif- 


ferent colors and color combinations. Mail the 
coupon for folder illustrating the complete line 
and the dealer helps AUBURN has prepared for 
bigger sales and profits,-- Window Trims,-- Mats 
for advertising, -- literature, etc. 


Specify AUBURN Sport Soles on your purchases 
this year. Any manufacturer can supply them. 
And they will give you a distinct advantage 
over competition because of the satisfaction as- 
sured by the AUBURN Guarantee. Mail the 
coupon today for the complete AUBURN pro- 
gram. 


UBURN 


SPORT SOLES 


FOR MEN’S - BOY’S - WOMEN’S AND MISSES’ SPORT SHOES 


AUBURN RUBBER CORP., AUBURN, INDIANA, U.S.A 


Boor aND SHor RECORDER 
combining TH SHO RETAILER, Nov. 23, 1929 59 

















The RCH 


CONFORMER appeals 


Young women buy Arch Conformer for its style—and are amazed 


to learn it is an arch-supporting shoe. 


Women in the neighborhood of 45 buy Arch Conformer for its 
comfort and are overjoyed to find themselves wearing shoes as stylish as 


their daughters, in their teens. 


The young matron—the charming woman of 30—buys Arch Con- 
former for the dual reason that it is as beautiful as it is comfortable. And 


this woman is probably most pleased of all her sisters. 


For, although she has heard all her shopping career about feature 
shoes that combine beautiful styling with comfort, she had never actually 
seen with her own eyes high style, high heel creations in a comfort shoe until 


this year of 1929, when the new Arch Conformer was presented. 


. This amazing shoe is now being shown by hundreds of progressive 
merchants. If you are not already acquainted with the Arch Conformer, 
you are cordially invited to a demonstration in your own place of busi- 
ness. A wire or letter to this corporation will bring an Arch Conformer 


sales representative to you now. 


Dorothy Dodd Shoe Company, Boston, Mass. 


In Stock Centers—Boston, Atlanta 


Chicago Sales Office: 209 South State Street 
New York Sales Office: 908-910-912 Marbridge Bldg. 
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si} to women on both sides 
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Arch Confermmer 


for dress wear 


Super-Flex (Cement) Process $10.00 
Littleway Process . . . 8.50 


Arch Conformer 


for general wear 


Flexible Shank Welts . . $10.00 
Firm Shank Welts . . . 8.50 
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AULT-SHACKFORD © 


Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


HACKFORD © 


s 


LT 


- 
< 
® 


ORD 


LT-SHACK F 


AU 


N SEATING COMPANY 
1016 piney reveal Building, Chicago, Illinois 


Gentlemen: Send me, without ote. our hel 2- 
book, ““New Styles in Shop Seatin; pereeneanene 








No. 4072 


























Five Great Features 
Greater seating capacity —chairs in- 


Greater beauty of finish and design. 
Greater comfort for your customers, 








LT-SHA CK FORD © 


Branch Offices: New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. Boston: R. 302-69 Canal St. 


1016 Lytton Bldg. § a) Chicago, Illinois 





t 
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@AULT-SHACKFORD@AULT-SHACKFORD@OAULT-SHACKFORD 


ANN ELISE WELTS 


Smart and Modern 
‘Arch-Supporting Shoes 
of Superior Materials 





Nowhere else in the same retail price-range will you find 
such high-quality materials. We have combed the mar- 
kets and carried on countless tests to get the best ma- 
terial available for every shoemaking purpose. We have 
adopted the most modern methods of shoemaking. We 
have styled them to tempt the buying-eye of modern 
women in the Great Open Market—-$5—$6—$7—$8 re- 
tail... and we have put every pennyworth of the price 
a dealer pays into extra values. 


Here are welts, Fashion Welts, and Kollege Kick types 
with fitting qualities, materials and style which are un- 
equalled in their class ... made by a company in which 
you know you can have confidence. 


Write for the New Agency Plan 


.S.P 
eb SEAT OF 


G6186—Black Kid, Three-Eyelet Blucher 

0-5204—Black Kid, Overlay One-Strap, Tie, 14/8 beel, Gloria Last. In stock 
15/8 Heel, In | stock IN-STOCK Auburn A, B, €, 83.35 
Auburn AA, A, B, C, D $3.60 2 as ' ‘ 
M6204—Same in Patent Leather with * G6286—Same in Brown ‘ n stock 
15/8 wood heel on Mayfair Last. In St. Loui Auburn Auburn A, B, C, D............ 83.35 
stock Auburn AA, A, B, C, D..#3.75 wien cities a Gale esces e 
L8204—Same in Brown Kid with 15/8 Sut Pi a * Py a : ce Gt. Renin 
heel on LaSalle Tast. In stock Auburn on Piedmont 1a n b ~ als. 
Be. By Gs Ge vce csunveoursed $3.75 AA, A, B. = errs ... B3.35 


© GQH¥OAMIVHS-LIAV © GHOAWVIVHS'LIAV © GQHNOAMIVAHS*'LIAYV @ 


AULT-SHACKFORD 


SHOE COMPANY 


BOSTON, MASS. ST. LOUIS, MO., 416 North 12th St. AUBURN, ME. 
(Sales Office) (In-stock Dept.) (Factory and In-stock Dept.) 
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Where Van Raalte is a feature line— 


HOSIERY DEPARTMENT 


HEADS AREN’T WORRIED 


ABOUT THE NEXT 30 DAYS! 


Why indeed should a buyer feel any appre- 
hension about the immediate gift season 
ahead—when there are 

VAN RAALTE “INGRAINS” 


to retail at 
$3.00 — $3.50 — $4.00 
VAN RAALTE STYLE “FIVE” 
to retail at $2.50 
FROM 3TO9Y STYLES 
to retail at $2.00 


AND STILL OTHERS 


to retail at 
$1.50 and $1.65 






Whether the gift is for Elsie or Ethel, Evelyn or 
Estelle—wife or fiancee, daughter or mother, 
secretary or typist, housemaid or seamstress— 
there’s an appropriate quality to be chosen from 


VAN RAALTE 


SILK STOCKINGS 


VAN RAALTE CO., 295 FIFTH AVENUE, NEW YORK CITY 











Goods Well Displayed to 
Passersby Are Half Sold} 


Install a 





rn oo 











OUR goods are more certain 
to be quickly sold if every 
possible customer confronts them 
face to face, as is the case when 
merchandise is displayed in a 
Silent Salesman Outside Display 
Case. In this manner you famil- 
iarize every passerby with your 
specials and win enough new cus- 
tomers to pay for the case in a 
short time. Write TODAY for 
further information about this | 


valuable sales help. 


DETROIT SHOW CASE CO. 
1670 W. Fort Street, Detroit, Michigan 


New York Office and Warehouse—344-346 East 32nd Street 
Pacific Coast Office—450 Skinner Bldg., Seattle, Wash 
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NOW ON THE WAY TO YOU 






























































.. Complete Hagerstown Lines.. 


Or 


Worms waiting to 
see—the greatest showing in Hagerstown’s SPRING and 


history of profit-making footwear. 
SUMMER 


Strong sales appeals in Goodyear Welt Sport 1 9 3 0 
Oxfords .. . New, snappy effects in McKays 

and Stitchdowns. .. All the new Spring and V 
Summer shades of leather adopted at the 

recent style conference in New York... 

Striking two-tone combinations . . . new 

grain leather trims . . . entirely new Sandal 

patterns in keeping with the general trend 

of putting more style into juvenile footwear. 


ee 


a 
Our men are now on 
And, of course, high quality leather and the the way to you with 
usual Hagerstown emphasis given to high- samples of new styles 


est grade workmanship. y all the Hagerstown 
nes. 


It will pay you to wait 


i 
and see them. 


New style-ideas, smart lasts, perfect fit and 


long wear, guarantee you greater sales and 
profit possibilities than ever before. 


Wait an 





the Greatest Shoe V alues racths perst mien 


M4 WELTS -STITCHDOWNS - MCKAYS - LEGGINGS 
Ever Disp lay ed tagerstown, Md. USA: 


Boor anD SHOE RECORDER 
combining To= SHow RETAILER, Nov. 28, 1929 




















Satisfy the Foot as well as the Customer 










foot is a trifle smaller. Our 
REPCO stretcher, however, 


]ES... that’s exactly 
\ what I want. Even 
| soseeeeoeees J though they are a B 





















yy it 7) will ease that shoe in such a 
—~pP be 


half size smaller, this partic- — = way that it will never cause 


ane aE 


ular style may be real com- ~ you discomfort.” 


fortable.” 











**Let’s slip them on, madam. Now, @ Just how frequently this situation 


bear your weight, please, and step arises is best known by the salesman 
rather solidly. How do they 


feel?” 


himself. His careful fitting 





A sci ices sai cdl ahd ld 


gains and holds desirable 








trade. In the retail shops an 


Ii bees eS 





“Well, this one seems a lit- 
tle too snug. But perhaps it’s _ 


imagination because they are 








“Nearly every- 
one’s feet vary, 
madam. Appar- 
ently your left 


. orderly equip- 


ment of stretch- 
ers is necessary 


— in all sizes. 

























REPCO STRETCHERS 


The wood is fully seasoned rock maple 
and the blocks are conneéted by astrong 
steel hinge. The aétion is easy, accurate pice 
and dependable, through a simple mech- 
anism—toggle joint and slow adtion 
thread screw. 





For Sale by Shoe Findings “Deaters 


" Seer ERTS 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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y= can be sure that Vanity Fair will make them. At present, 
you can accept this slipper as the acme of perfection in 
slipper making. 


Sita AA ATT UM (ASR cap IRIN NTS SH 


Every effort has been made to make the Vanity Fair line 
superior to any other. For years it has been our 
proud boast that a better slipper cannot be made 
—but we haven’t stopped at that—we still ex- 
periment to see if any improvements can be 

made, and if they can, you'll see them in 

our slippers. 


Our stock service is 100% com- 
plete. Order direct from this ad. 
Prompt attention will be given 
all orders and inquiries. 





Vanity Fair 
No. 521 


521—Ladies’ genuine “Vici” D’Orsay, 
“Suntan” moire lining, smooth 
folded inner, moulded counter. steel 
shank, 12/8 covered heel, leather 
toplift, padded grain kid sole to 
match. 


IN STOCK: Red, Blue, Green, Purple, Black and Golden Brown, $2.00. 


GENERAL FOOTWEAR CORP’N 
Manufacturers of <EERK FES Quality Slippers for Men and 


Vanity Fai. Quality Slippers for Women and Children 
476 BROADWAY NEW YORK 


Also Distributed by M. J. Saks Shoe Corp., 144 Duane St., New York 
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IDEAL SPATS 


Here’s a Spat That 
Pays You and Your 
Customers. 








The next time one 
of your customers 
comes in, just raise 
the hood about cold 
feet, show him Mano 
lis Spats and that wil! 
end all. Manolis i 
the oldest spat manu. 
facturer in the mid. 





dle-west, selling direc: 
to the retailers. 


Styles and Qualities 
Felt Style 116 All Wool $10.50 doz. 
HARD ENAMELED Felt Style 113, Four Flat Buttons..All Wool $12.00 doz. 
ee coe ce ie daeae ees ae $14.50 doz. 

Cloth Style 117, Four Hole Hand Sewn 
Buttons $16.00 doz. 


SHOE BUCKLES Cloth Style 117-1, Four Flat Buttons, Leather 
Piping $18. . prs. 


Box Cloth Style 114-1, Le > , Horn 
Buttons $22.00 doz. prs. 


AND ORNAMENTS Genuine Box Cloth Style 115, Leather trim- 
med throughout, Horn Buttons $30.00 doz. prs. 


The colors in felt Pearl Grey, Taupe, Black and Fawn 
The colors in Cloth Pearl Grey, Fawn and Grey 
° The colors in Box Cloth...Pearl Grey, London Grey and Fawn 
()UR offering of We allow credit for felt spats, if ordered in bulk. 
superb, hard Get Ready for Shoe Ornament Business 
We manufacture every pair in our factory. 
buckles : 


ERE RPNENE HR So RIA Tg 








Cloisonné 86.00 doz. 
$5.50 to $24.00 doz. 


and ornaments is 

. Cut Steel Saucttes $7.00 to 836.00 doz. 
attracting more at- Blue Steel our specialty. 
tention every day If there is anything in the shoe novelty line, we have it. 
Manolis Manufacturing Company 
Well-known manu- 4248 No. Crawford Ave. Chicago, Illinois 
facturers appreciate 
the exclusive de- 
signs we offer and 
the low prices at 
which these can be 
bought. 














They also like our 
complete line of 
soft enamel buckles 
and ornaments. 


It is only fair to say that 
we fully intend to pro- 
tect our original designs. 


“These de- 
signs are beau- 
tifully hard 
enameled’ in 
newest colors.” 


PER MONTH 





8 Cards— 


of different design and text 
Sith 100 Blank Price Tickets, 
or 72 Printed Price Tickets 


C. G. KING & CO., Inc. aire 
Manufacturing Jewelers pote Pe 


Chicago 
PROVIDENCE, R. I. 
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Style No. 411: One 
of the famous Kling 
Arch shoes for the 
popular price field, 
combining perfect fit 
and style for young 
men; made of JETTA 
Black Calf. 
Price $3.50 


F. M. Hoyt Shoe Co. 
Manchester, N. H. 


Werldr Kinet BLACK 


CABLE 


IN THE POPULAR PRICE FIELD 


JETTA Calf is helping many hundreds of alert 
shoe merchants to make money. The reason? 


As selectors of values and quality, as well as style, 
for their communities, merchants find the answer 
to the demand for better footwear in JETTA 
Calf’s deep black with a lustre finish, in its fine 
flat grain with tight break, and in its mellowness 
for comfort in the wear. 


It gives the merchant better assurance of repeat 
business. 


Whether for the masses or the classes, JETTA 
Calf meets the most rigid of requirements for rug- 
ged quality black footwear. It fits any price range, 
as it is adapted to any kind of finish required. 


For your best selling numbers, specify JETTA 
Calf. 


Swatches on request. 


e OHIO LEATHER C@. 
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Machine is usually equipped 
with Climax Brush No. 464% 
of cluth, and No. 197 

of yarn 


Clean Merchandise 


Nosopy wants to buy shoes that have become soiled or marred 
in handling. Why jeopardize the sale of a pair of shoes when you 
can make them presentable to your customer by cleaning or polish- 
ing them in a jiffy on the Shoe Cleaning Machine — Model A. 


This motor-driven machine will accommodate two cloth or yarn 
brushes or a combination of each as desired. The motor is belted 
directly to a grooved driving pulley on the shaft carrying the brushes. 


Set up this simple, compact machine in your stock room and con- 
nect it up with the nearest electric light socket. The Shoe Cleaning 


Machine — Model A, is now standard equipment 
retail shoe stores. 


United Shoe Machinery 


BOSTON, MASSACHUSETTS 


Johnson City, N.Y............ 276 Main 
Lynn, M 306 Broad 


Cincinnati, Ohio 
Haverhill, ‘Mass 


in all up-to-date 


— 


New York, N.Y 

Philadelphia, Pa 

yy N.Y 0 Mill 

Sc. Loui 1423 ‘Olive 
859 Mission 


_ 
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“IT WOULD HAVE BEEN A PITY TO LOSE i = 
THAT BUCKLE, PHYLLIS.” A EVERgrip 


SHOE BUCKLE 
“I know because I used to lose them until they HOLDER 


sold me a pair of buckle holders the last time Evergrip Buckle Holders 
I bought a pair of buckles. They called them are invisible, instantly at- 
the E ‘ d th tached to the vamp and 

ie Evergrip and they surely do hold on. I nanan ail came teen 6 tailite 
haven’t lost a buckle since and I have them for intrusted to them. Will 
every pair. They are easy to put on, too. Just not tear the hose or hurt 
slip a little part under the buckle bar—another 


piece under the vamp. When it snaps it can’t 


the foot in wearing. 
Write us for samples and 
prices of the Evergrip 
. : . Buckle Holder or talk 
come off. Get a pair of them the next time you m9 


about them to your 
are i ‘ ” : 
are in a shoe store. tebiien. 





FRENCH BEADING & NOVELTY COMPANY 


Manufacturers and Importers of Rhinestone Beaded and Cut Steel Shoe Ornaments 


226 SO. FOURTH STREET PHILADELPHIA, PA. 
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INV EST— Don’t Gamble! 


Buying even Infants’ Shoes from a Price Standpoint alone, regardless 
of Quality, Style or Ease, is just plain Gambling. 


The “squeezing” of Millions of Persons who Gambled with banks or 
brokers that a top-heavy Market would go even higher, taught the value 
of Safe Investment. 


While Prices are no higher, it is the Improved Shoemaking—tackless, 
threadless and absolutely Smooth Bottoms, that create an Investment with 


Safety and Profit in 


They Used to Rip | A M Can Not Rip Now 
© Trade Mark 

Once a thread wore thru, the days Soles ON tighter than tight. Soles 

of the sole were numbered. outlast every other part of the shoe 


Out-of-Date Way SOLES Elam-Compo Way 


The Only Tackless! Stitchless! Perfectly Smooth Soles! 


ELAM COMPO SOLES just 
can’t come off! Attached Under 
Intense Pressure by Using 
duPont Special Sole Cement! 


Send for Samples! 
F. S. Elam Shoe Co. 


Elam-Compo 8000 Manufacturers 
All Patent Blucher. Elam-Compo 8005 


Rochester N Y Patent; Beaver Kid Top. 
5 . . 


Boston Sales Room: 532 Statler Bldg., Boston 


ELAM COMPO SHOES Cost No More Than Old Fashioned Types—and They Stamp YOU as a (o- 
Ahead, Up-to-date Successful Merchant. 


EVERY WEEK A NEW RECORD! 
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eA REAL Selling Point 


Boys’ SHOES equipped 
with LACING HOOKS have a real 
selling feature. LACING HOOKS 
are comfortable and practical, facili- 
tate quick and easy lacing, and with- 


stand hard usage. 


v 


When you order 
specify 
visible eyelets 
and lacing hooks 





TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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AN ACCURATE FINANCIAL RECORD 


of your business—one important key to success 











BOOT AND SHOE RECORER 
FINANCIAL RECORD 


ACCOUNTS Pavagie 





MONTHLY SALES SUMMARY 


a ; 70 OUNT 
PURCHASES AND MERCHANDISE se U 





RISON SALES, PROFIT AND LOSS AND PIN. 
PERIODS OF sIx ANCIAL STATEMENTS BY 




















Contains sufficient sheets to cover one year’s requirements of 
average size busy shoe store. 


Re-fill sheets carried in-stock. 


Used in conjunction with our STOCK and DAILY SALES 
RECORD, it gives the busy store accurate records of every 
detail. 


The Boot and Shoe Recorder’s 
Financial Record 
is another distinct RECORDER 


merchant service. 





This book provides for an accurat: 
record, with entries made easy cov 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 


Each sheet is properly headed and 
ruled to cover each operation and 
each department. 





The Financial Record 
with cloth board loose leaf binder— 


consists of: 


100 Daily Sales Sheets 
(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 

6 Accounts Receivable Sheets 

6 Cash Received Sheets 

6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 


1 Yearly Comparison and Financial 
Statement Sheet 
(all ruled both sides) 
1444” x 1144” 


$12.50 


postage prepaid 
(Check with order, please). 














BOOT AND SHOE 
RECORDER 





Merchants Service Dept. 
189 W. Madison St., Chicago, Illinois 





Merchants Service Dept. 

Boot & Shoe Recorder 

Chicago, Iil. 

Please send me the Financial Record { 
which find check enclosed for $12.50. 
this bookkeeping method does not meet 1: 
requirements, we have the privilege of © 
turning same, postage prepaid, within 
days. 


Street 
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. oe LE Tue shoes of the well- 

dressed man are invariably 
finished with Diamond Brand 
Visible Fast Color Eyelets. A 
small item of great importance 
that manifests care in selecting 
footwear. Visible Eyelets also 
manifest the care the manu- 


facturer bestows on every de- 


tail of the shoe’s construction. 
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There is a Celastic box toe of just 
the proper weight to suit every type 
of shoe, from the rugged work shoe 
to the dainty opera pump. Celastic 
is immune to climatic conditions — 
it is not affected by heat, cold, snow 
or rain. This quality box toe pro- 
vides invisible protection to the style 
lines of the toe. This desirable fea- 
ture of endurance is in harmony 
with the modern practice of com- 
bining the elements of beauty and 
utility in footwear. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 








THE FRAVELIXNG 


A A A 


ing made for a meeting of the 

Boston Shoe Travelers’ Associa- 
tion, to be held in the Hotel Statler, 
December 21, to celebrate the thirtieth 
anniversary of the founding of the as- 
sociation. Luncheon, free to all mem- 
bers, will be served at 12:30, followed 
by a routine business meeting and ad- 
dresses by members and guests of 
honor. Several of the charter members 
of the association have accepted invita- 
tions to be present and many prominent 
manufacturers will be found on the roll 
of guests. In the regular order of busi- 
ness will be included the annual election 
of officers, the selection of delegates to 
the annual convention of the National 
Shoe Travelers’ Association, and a dis- 
cussion of ways and means of helping 


Fi ine made 1 preparations are be- 


Massachusetts to celebrate her tercen- | 


tenary anniversary in 1930. The pres- 
ent roster of officers includes Clarence 
N. Coggswell, president; John S. Whit- 
temore, vice-president; and William 
Noll, secretary-treasurer, an _ office 
which Mr. Noll has held for thirty con- 
secutive years. Included among the di- 
rectors are George Asche, Charles Joss, 
A. J. Anderson, T. E. Murphy. 


NDER the auspices of The Griswold 
Building Shoe Arcade, the score of 
shoe salesmen maintaining sample 
roms in the Griswold Building, De- 
troit, entertained retail merchants of 
the Detroit district at a “stag”? smoker 
Tuesday evening, November 5, in the 
ballroom of the Hotel Tuller. This is 
the third annual affair of this character 
where opportunity is offered the shoe 
trade of Detroit and vicinity to become 
better acquainted and to enjoy the hos- 
pitality of their traveler friends as 
represented by many good smokes and 
an attractive vaudeville entertainment. 
Preceding the evening affair, many 
of the trade participated in a round 
table discussion following a dinner in 
the main dining room of the Tuller. One 
of the hits of the dinner was the pres- 
entation to M. A. Algaze of a testi- 
monial of the esteem in which he is held 
because of the unselfish, untiring work 
he has exerted in the interests of the 
travelers as a whole. 


HE Wisconsin Shoe Retailers’ As- 
~ sociation will hold its 1930 conven- 
tion at Wausau during the last week 
in July. Charles E. Collar, president of 
the Milwaukee Retailers’ Association 
and a director of the State Association, 
recently extended a cordial invitation 
to the shoe travelers covering Wiscon- 
sin territory to meet with the retailers 
of the “Badger State” and prolong the 
cordial entente of long standing be- 
tween these two branches of the trade. 
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of the ‘Road 


SHOE SALESMAN 


HARLES W. 

MORRILL, who 
sells the line of the 
Durand Shoe Co. to 
the jobbing and| 
mail order trade, is | 
now on one of his 
long trips. Having 
taken over a sec-| 
tion of the South, 
Mr. Morrill now} 
covers the high 
spots in every sec- 
tion of the United 


Charles W. Morrill States. 


66M ERT” RICHARDS is selling for 

Carter, Taylor Co., Portsmouth, | 
N. H., makers of novelty McKays and 
Compo shoes. He was formerly with the 
Harneys at Stoneham. 





“> CLARKE, formerly an Inter- | 
national Shoe Co. ambassador, has 
recently taken over the line of Dodge | 
Brothers of Newburyport, carrying this | 
line of women’s turns in his old terri- 
tory—from Chicago west. 





To Postpone Solicitation 
of 1930 Rubber Orders 


NEW YorRK.—In response to 
the often expressed desire of na- 
tional and state organizations of 
shoe retailers, the rubber foot- 
wear manufacturers who are 
members of The Rubber Manu- 
facturers Association, Inc., unan- 
imously recommended at a recent 
meeting that the dealers’ views 
be met and that solicitation of 
rubber footwear orders for the 
1930 season be started on Feb. 1 
instead of on Jan. 1, which has 
been the date for many years. 

This announcement by the rub- 
ber manufacturers should be of 
interest to the shoe retailers for 
two reasons: 

First, it will mean that the re- 
tailers’ season will be more 
nearly at an end and their stocks 
in healthier shape when they are 





called upon to meet the problem 
of their next season’s purchases; 
and, second, they can with confi- 
dence purchase during December 
the merchandise needed for sale 
in December or January with the 
knowledge that the new season’s 
rubber lines will not be placed on 
the market until Feb. 1. 














| attractive, 


ORE than a dozen traveling shoe 

salesmen located in Detroit and 
representing many of the leading shoe 
manufacturers recently removed their 
offices from the LaFayette Build- 
ing on Michigan Avenue to the Gris- 
wold Building, 1214 Griswold Avenue, 
and occupy practically the entire sixth 
floor, which they refer to as The Gris- 
wold Building Shoe Arcade. Among 
those participating in this cooperative 
effort to render greater convenience to 
shoe buyers are “Jack” Srenco, repre- 
senting The Brown Shoe Co.; Max A. 


| Algaze, with the Diamond Shoe Co.; 


George Gorman, who travels Michigan 
for Freeman-Beddow; Herman Meyer, 
representing Friedman-Shelby; Sidney 
Gilberg, with H. C. Godman Shoe Co.; 
Arthur E. Victor and Harry Wise, with 
Ohio Shoe Co.; Chas. Beplay, with 
Hamilton-Brown; F. L. Kingsolver and 


| M. W. Weathers, with Harsh & Chap- 


line; Allen Greenberg, with Nathan 
Katz Shoe Co.; “Jack” Howard, with 
Peters Shoe, and Charles Williams, with 
Roberts, Johnson & Rand. Representa- 
tives of a number of other well known 
factories are reported to be seriously 
considering removing to the same loca- 


| tion. There is a lot of fine cooperation 
| between these 
| keep open house every Monday to re- 
| ceive the shoe buyers of Detroit and 


various salesmen, who 


vicinity, the first day of the week, and 
so handle the ofders placed that many 
of the shoes then bought are in the 
merchants stores for the trading of the 
following Saturday. 


makers 
Dorothy 


HOMAS G. PLANT CORP., 
of Queen Quality and 


| Dodd shoes, have opened their newly 


enlarged and newly equipped offices in 
the Republic Building, Chicago. 

Additional sample room space has 
been provided and the entire offices 
equipped with new fixtures. A novel 
and very effective way of showing their 
samples is used. Every shoe is dis- 
played upon inclined plate glass shelv- 
ing, supported by nickel brackets. These 
permanent shelves are set into beauti- 
fully colored fixtures with pure white 
background, thus setting out each shoe 
to best advantage. 

The carpets, draperies and new color 
scheme all complement the display of 
shoes, making in all, one of the most 
comfortable and _ efficient 
suites of offices we have even seen. 

Charles E. Goodrich is district man- 


| ager of the Middle Western district for 
| the Plant Corporation, assisted in Chi- 


cago by J. H. Chapman and M. E. Rust. 
C. R. Drummond, B. P. Stark, R. O. 
Crossley, H. J. Drummond and E. H. 
Dickinson complete the selling staff of 
the district. 
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Whittemore's 
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need of Whitt next eason— ‘ez 
‘ashion says White origso 3 
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“Sell More by Displaying More—Whittemore’s”’ * 


WHITT—a new product of the Whittemore laboratories—is the life of white kid and « 


WHITT says to dirt—go and it goes. Turns yellowing leather to a beautiful white 
shoes assume an air of added importance under a treatment of WHITT. Old shoes 
again. No matter how often used, WHITT leaves leather mellow, as a sun kissed pea 


When Fashion says “white’—Fashion is heeded. There is every indication of a big 
Spring and Summer season. Remember the story of the early bird? It applies to early 


The above 12—3% oz. bottle counter display is a spur to your profits. Your jobber will 


supply you and show other Whittemore shoe dressings in alluring displays. 


BROS. CORP. BOSTON, 
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Novelties in Men’s Shoes 
Planned for Next Summer 


BrockTON, Mass.—Checking up on 

the tremendous success with which the 

) elaborate sport offerings of shoe manu- 
* facturers were received throughout the 
country during the summer just passed, 
> many local style designers are at work 


dl 
a4 
2 


© on some novel offerings for spring and 
summer of next year. 
While extremes were felt to have been 


et 
; 


» reached last year, even more daring 


| innovations are being considered for 
next year. Already constructed in one 

) plant here is a sandal in soft tan calf 
and another in shadings of tan leather, 
with plenty of air for the foot, which 

' will be exploited to the men’s trade. 
Another novel effect is a Prince of 
Wales number with contrasting ties to 
match. ; 
Success with the fall offering of blue 
shoes, particularly on the West Coast, 
‘has brought forth renewed efforts to 
| popularize them. While dark blue 
' shades for men have ruled to date, the 
season approaching will see more me- 
' dium blues and even some light t'1es 
for sport wear in some lines. with an 
occasional blending of blue leathers in 
models planned to appeal to the 
younger men. 
” As for women’s Ji: es, many blues will 
be made up for then too, but this new 
fad will by no means overshadow the 
wide variety of light leathers with 
which experiments now are being made. 


Juster Bros. in New Store 


MINNEAPOLIS, MINN. (UTPS) — 
Juster Bros. have opened their new 
store, of which the shoe department 
is an added feature, at the new 
location, 37-48 Sixth Street, South. 
The move takes the firm into the retail 
shoe district. The building is five 
stories with new front and unusual in- 
terior finish, with free parking for two 
hours in a large office building a block 
distant. The firm takes the Nettleton 
shoe line, its first essay in this busi- 
ness, and the Nettleton people have 
closed their store a few doors along 
Sixth Street. 

The shoe and other display windows 
are Gothic design lined in oak and 
copper trimmed. The main entrance 
leads to a beam ceiling foyer opening 
into which are roomy alcoves, or really 
display rooms for shoes and other 
men’s furnishing lines. The show cases 
are floored with oriental rugs and all 
other features are in harmonious deco- 
ration. P. B. Juster is president of the 


company. 
(CHARLES E. LEW, for many years 

buyer for and manager of The Bos- 
ton Store shoe departments, Milwau- 
kee, suffered a stroke last January at 
the Chicago convention of the N. S. R. 
A. and has since been confined to his 
home, 

In connection with his Milwaukee 
Position and previously as manager of 
the Hennessy Mercantile Co.’s shoe de- 
partment at Butte, Mont., Mr. Lew was 
4 well known figure in the retail shoe 
trade. His illness is deeply regretted by 
his many friends. He may be reached 
in care of the Wisconsin Shoe Travel- 
ets’ Association, 13 Clybourn Street, 
Milwaukee 





For Tie-Up with Men’s 
Campaign 

Boston—One of the most effec- 
tive advertisements in the fall 
series of the SHOES MARK THE 
MAN Campaign appeared in the 
Saturday Evening Post of No- 
vember 16 issue. The “Six Well 
Dressed Men” of the campaign 
appear in fall and winter ensem- 
ble, with a repetition of the cam- 
paign axioms of good shoe usage, 
urging men to think of the clothes 
they wear and the things they 
do when they buy their footwear. 
The photography for this adver- 
tisement was executed by one of 
the most representative studios 
in New York with a prominent 
clothing and shoe representative 
cooperating. 

Arrangements have been made 
whereby full size photographs, 
11 by 14 inches, will be available 
to campaign subscribers at the 
time of the appearance of the 
advertisements. These striking 
photographs will fit into the sil- 
ver frames already supplied to 
campaign subscribers from cam- 
paign headquarters. Thus _ re- 
tailers will be able to show a 
well-dressed man in the display 
window at all times during the 
fall and winter season. 











Helen M. Haney Becomes 
Fashion Adviser for Wise 


NEw YorK—Miss Helen M. Haney of 
Boston, journalist and prominent club 
woman, for twelve years associate edi- 
tor of the Boot & SHOE RECORDER, has 
recently been appointed fashion adviser 
to the Wise Shoe Company, 121 Duane 
Street, New York City, nation-wide 
distributors of correct shoe fashions at 
a moderate price. 
Miss Haney has made the subject of 
footwear fashion one of her chief stud- 
ies, and is an authority on her subject. 
She is a member of the Professional 
Women’s Club and the Advertising Club 
of Boston, as well as many civic and 
literary organizations in Massachu- 
setts. She has served as the chairman 
of the Women’s Hospitality Committee 
of the Boston Shoe and Leather Fair 
each year for the past five years. 


66M ILL” HITCHINGS is now selling 
novelty McKays for the Clark 
Shoe Co. of Lynn. He was formerly 
with the Harneys at Stoneham. 


S the result of an intensive member- 

ship drive, the Michigan Shoe Trav- 
elers’ Association has doubled its mem- 
bership in the last two months. The 
drive was conducted under the leader- 
ship of George Gorman, president; and 
Charles Drummond, secretary-treas- 
urer. 


Arras six months’ illness, from which 
he has fully recovered, Frank 
Smith, one of the first salesmen to 
carry the line of The Simplex Shoe 
Mfg. Co., Milwaukee, is again in his 


territory, which comprises northern 
Wisconsin and some portions of Minne- 
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Plans fer Style Show 
Discussed in Boston 


Boston, Mass.—A preliminary meet- 
ing of the directors and officers of the 
Boston Shoe and Leather Fair was held 
in the rooms of the New England Shoe 
and Leather Association, Wednesday, 
Nov. 13. Tentative plans for the next 
show, to be held here in July, 1930, were 
discussed, as also were plans for ad- 
vertising the show at the St. Louis 
convention of the National Shoe Re- 
tailers’ Association next January. 

Suggestions advanced at this meet- 
ing will be ratified at a latter meeting 
which will be held soon, at which time, 
also, committee appointments will be 
announced. 


Merchants Interested 
in Spring Footwear 


CINCINNATI, OHIO—Business is a 
little slow in the shoe manufacturing 
district of this city. There is not a 
great volume of orders coming in that 
can be worked on right away and those 
for late winter are rather scarce. 

According to manufacturers, mer- 
chants are displaying much interest in 
some new types that are being worked 
on for next Spring. It is the opinion 
of many that shoes for the next warm 
weather will lean toward the barefoot 
sandal types. If one of the new ones 
goes over it is going to give the hosiery 
people something to think about. This 
particular shoe has practically all the 
back and toe cut out. 

Oxfords are at their best right now. 
Most of the reorders are for oxfords 
and many of the orders for late winter 
show preference for this type of shoe. 


RANK HIGGINS, who sells the 

product of the Bell factories in 
Maine, left Boston the other day for a 
trip through the Southwest. This time 
he will extend his journey through 
Texas and along the Pacific Coast. 
Upon his return to Boston, along in 
mid-December, he will go to Bermuda 
for a short vacation. 


ENE BAILEY, who operates in the 
territory between Chicago and the 
Pacific Coast, recently came East to 
pay a visit to the Bion F. Reynolds 
factory, whose line he carries. While 
here, he took on his new line of sam- 
ples and made a survey of conditions 
in the trade. Mr. Bailey also carries 
LaLond & Clark line of children’s 
shoes. 


E. HART, who for a number of 
* years has made his home in In- 
dianapolis and who is still a member 
of the Indiana Shoe Travelers’ Asso- 
ciation, is now handling the line of the 
Schwarz, Ruggles Co., of Rockland, 
Mass., makers of men’s and boys’ shoes 
and women’s sport footwear. Making 
his headquarters in Kansas City, Mr. 
Hart will cover Iowa, Nebraska, Mis- 
souri, Kansas, and Arkansas. 
pAvL A. ROSS, sales and advertising 
manager of the Shoe Form Co. of 
Auburn, N. Y., at the recent election 
was elected as City Councilman on the 
Republican ticket, taking office on 
Jan. 1, 1930. Auburn has the commis- 
sion form of government, being gov- 
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erned by a Mayor and four Councilmen.: 
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IN STOCK for QUICK ACTION SERVICE 
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Menihan’s Regent Pumps r= 





Nu Mode and Special Process 
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It has put thousands 


REGENT PUMP is one of our very best sellers. 


of dollars of profits into the cash registers of Menihan customers. Made 


in a great variety of attractive styles—the best fitting pump on the market: 


-B--B--~-B--B-- 8-8 -- 0-2 -- 0 --B-- 8 -- ~~ 


Terms, Net 30 Days. 
Twenty-five cents 


aleet tae aneece ot THE MENIHAN COMPANY 


than three pairs. 





336—Nu Mode Process, white silk moire, suitable for tinting..................+++- 
335—Nu Mode Process, black silk moire..............cccccccccccccccccceccececs 
170—Special Process, imported white crepe silk suitable for tinting any color 

171—Special Process, imported black silk crepe...............ccccccccccccccecees 
283—Nu Mode Process, silver tinsel cloth, suitable for tinting.....................- 
eee ONE POONR, WINNER BONNE. ooo. 5:0, oc. 0.0:0:0-0:r.00 so ocsdreceesevecdevegdincessees 
eR INURE no .5:0:6.6.b0.5 boss 0 6Os-66-0owewawiadcssoesvvesieSusen 
OUND T POONOR, WUDONT BINED so 50.6.0 6.0 5c o:cicccccccccccbccctceeesescecesoeeseceeess 
176—Special Process, black calf (light weight)..................ccccccccecccceeeee 
REDO DOCIAL PESCEE, HOSE TAME. .. .oo.c occ cc ccecsssccccesevctecesecceseceeses 
ee 
Met NED. WROEURE, THOOWE DBE o6oc.oc.5cicccécs cccecsccsceseacecsscsovdceevccoes 
eC I ON io o.oo da: hiw wine nek oO ne bee eSieeassiewewelagiescens 
Sg ere 


In-Stock Department 


ROCHESTER, N. Y., U.S. A. 





SIZES 
ae ae: Makers of Menihan Arch-Aid Shoes 
Srh-dteiedae -4% to 8 “VONNY” 
Coccceccce 24 to 8 se Special pee ‘ii 
peccleled (1500 t.8 a? Ki 
eeeses eocsces to 8 NG oe 85.25 
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SATURDAY, NOVEMBER 23, 1929 EVERY WEEK 


Sig. Rothschild, WellKnown | = Brown, Black and Colorful Shoes 
Leather Man, Is Dead 


Featured in Leading Fifth Avenue Stores—Rainy and Unsea- 


NATIONAL NEWS 


—— 
=———— 








Boston, Mass.—Sigmund Rothschild, 


who, until his retirement in 1928 from 
the vice-presidency of the Barnet 
Leather Co., was one of the best known 
men in Boston’s leather district, died 
at his home, 52 Kilsythe Road, Brook- 
line, Mass., early Sunday morning, 
November 17. Funeral services were 
held in the Eastman Funeral Parlors 
in this city on Tuesday, Nov. 19, and 
interment was made the following day 
in the Rothschild mausoleum in the 
Waldheim Cemetery, Chicago. 

Mr. Rothschild was born in San 
Diego, Cal., April 27, 1876, and went 
to Chicago with his parents while still 
a youth. After his parents’ death, in 


1891, he moved to Little Falls, N. Y., | 
and began his business career under | 


the direction of his two uncles, then 
heads of the old leather firm of J. S. 
Barnet & Bros. After rising to the 
position of raw skin buyer, he was 


transferred to Boston, elevated to the | 
_ vice-presidency and placed in charge of | 


selling in the New England district. 

Mr. Rothschild is survived 
widow, Mrs. Jennie Hyman Rothschild, 
and his brother, Samuel 


tively with a number of charitable or- 
ganizations and had been treasurer of 
the Temple Adath Israel for 
years. 


Black Shoes Strong in 
Alabama 


BIRMINGHAM, ALA. (UTPS)—Black 
satins and suedes are leading in sales 
in the better grade of shoes in Bir- 
mingham. Brown kids are still going 
excellent, however. Black lizards 
also finding quite a few buyers. 

In the popular-price line purple seems 
to be leading, with green second. Dark 
shades are best in these colors. 

Business, however, has been rather 
slow for the past three weeks, due to 
bad weather. Three weeks of cold 
weather and rain has greatly damaved 
the shoe business. But it is the opinion 
of anumber of merchants that the rainy 
Weather will boost the sale of black 
and brown kids when it does clear up. 

Most of the merchants are clearing 
out their stocks and getting ready for 
the mid-winter rush. 
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sonable Weather Slows Selling Somewhat 


NEw YorK—New York retailers re- 
port that business for the past week 
has not been up to expectations, and 
that volume is somewhat below the cor- 
responding period of last year. A feel- 
ing that this decrease may be due to the 
conditions in the stock market is dis- 
counted by trade leaders, who are more 
inclined to blame mild weather, plus a 
succession of rainy days. 

Some interesting pumps and 
straps are seen, among them a brown 
kid step-in pump, with decorated elastic 


goring high on the instep, and using | 
brown suede trimming at the quarter | 


and instep. The same is seen in blue 
kid with blue suede trim, and in black | 
mat kid with black suede. A dark blue | 





by his | 


Rothschild, | 
president of G. Levor & Co., of New | 
York. Mr. Rothschild was identified ac- | 


several 


are 


Atlanta Picked for 1930 


Southeastern Convention 


Atlanta, Ga. (UTPS)—Atlanta 
has been selected as the conven- 
tion city for the annual meeting 
of the Southeastern Shoe Retail- 
ers Association, which will be 
held on March 24 next. 

Selection was made by the 
board of directors of the associa- 
tion, which met here for a one- 
day session to discuss plans for 
the organization. In addition to 
selecting Atlanta as the place of 
meeting, plans were perfected 
for sales promotion work for the 
coming season. 

Among those attending the di- 
rectors’ meeting were Frank 
Stevens, president; H. M. Steele, 
secretary; J. O. Steele, John 
Thrash, Clarence Gibbs, H. S. 
Miller, Hubert Steele, Nick Jones, 
Louie Frankenstein, Mark Sil- 
vers, Charles Benford, M. A. Con- 
don, W. D. Wright, W. S. Miller 
and Charles Brady. 

Reports showed that the shoe 
retailers had made large gains 
in membership since organiza- 
tion, and that their activities 
were Steadily expanding. 











one- | 


suede oxford, with blue kid tip, quarter 
and lace piece is noted. 

Saks 5th Avenue show a blue suede 
opera, with narrow bands of blue and 
dark red kid binding running around 
the top, and forming a dainty decora- 
tion at the instep. This house also dis- 
plays a 3-eyelet oxford in black suede, 
with circular applique treatment along 
each side of the lace piece. 

Blue suede, green suede, maroon 
suede, black and brown suede in opera, 
straps and dress oxfords, continue to 
sell well, but it is thought that with 
the coming of winter weather, when 
suede is considered somewhat imprac- 
tical for wear under rubbers’ and 
galoshes, that black and brown kid, 


| patent and reptile will come in for more 
| demand. 


J. & J. Slater last week had an un- 
usually interesting window display in 
which the finest of evening footwear, 
gold and silver kids and rich brocades 
were shown against a background of 
luxurious brocade fabrics. Mr. Slater 
declared that he considered it advan- 
tageous to feature merchandise of this 
character for the psychological effect. 
While the idea back of the display was 
mainly to induce sane and sound think- 
ing and merchandising, Mr. Slater said 
that the effect was most gratifying 
from the standpoint of direct sales of 
fine quality merchandise which _re- 
sulted. Window displays featuring 
similar merchandise also appeared in 
the I. Miller store on Fifth Avenue, 
where evening footwear and acces- 
sories were shown. Frank Brothers, 
Saks Fifth Avenue and Kurzman like- 
wise featured formal evening shoes in 
their windows. 


Schiff Co. Increases Dividend 


COLUMBUS, OHIO (UTPS)—An- 
nouncement was made, Nov. 14, by offi- 
cials of the Schiff Co., which overates 
148 retail shoe stores throughout the 
country, that the quarterly dividend of 
$1.75 per share on the preferred stock, 
and 50 cents per share on the common 
stock of the company will be paid Dec. 
15 to stockholders of record Nov. 39. 

The dividend on the common stock 
was an increase of 100 per cent. 
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They’re Buying Leather “Xmas Slippers” 
for Mother, Father and the Children 








| Y V 5 Ce ee 
Ozy nomiort 
“SLIPPERS OF MERIT” 
A STANDARD IN SLIPPER FOOTWEAR 


You are the Sculptor of YOUR OWN EXISTENCE : : : however, we surely want to work and coop- 
erate with you—in the Selling and Merchandising of SLIPPERS : : : in the “KOZY KOMFORT” 
LINES, you have Guaranteed Quality, Styles and C onstruction that are the Acme in Slipper Construc- 
tion; with PRICES : : : that is putting Kozy Komforts in the foremost ranks in SLIPPER MERCHAN- 
DISING. 

WOOD HEELS : : : PADDED SOLES : : : FLEXIBLES AND WOOLSKINS and Sheepskins for Men. 
Women and Children : : : FULL “IN STOCK” SERVICE : : : with Prices that enable SPEEDY AND 
MOST PROFITABLE MERCHANDISING. 

We invite your business; and with it, you will receive Quality Slipper Merchandise with a Spirit of House 
Cooperation and Service; that will make KOZY KOMFORTS : : : “YOUR SLIPPER LINE.” 


“IN STOCK SERVICE” 
ASSURED ALL STYLES 


ail » 
















1805—Men's Tan-Black Side Vv 

Everette Felt Lined, Chrome ae ay " 

Outsole. Popular Priced Volume 8/8 Covered H« 

Number. - — 
2103 —Women’s Quality — Linings, | 
Kid Woolskin Cuff Bootee: rims. 


Woolskin Sock: felt lined. 
All _ colors— Men's and 


We feature Quality 
Children’s, also. 


Write for Complete 


Catalogue WOOLSKIN and SHEEPSKINS 
< Milwaukee 
Richards — 
Street 





218 So. Wabash Avenue, 
Chicago, Illinois 


Stewart Dawes Shoe Co. Washington Shoe Comp.y 
Los Angeles, Calif. Seattle, Washington 


MelIntosh Company, 
Springfield, Mass. 
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Cozy and Comfortable 














Here’s a shoe store interior that’s artistic and appealing, yet does not 


overawe. 


furnishings all contribute to the homelike atmosphere. 


Chairs, floor covering, upholstered fitting stools and other 


It’s the new 


American Girl Bootery in Long Beach, Cal. 








Style Outlook 


Boston, Mass.—Sixty or more kid 
manufacturers attended a dinner meet- 


ing at the Hotel Statler, here, on Nov. | 
15, to consider ways and means of in-| 
creasing the use of kid in men’s style | 
The immediate purpose of | 
the meeting was to hear the report of | 


footwear. 


the association’s publicity committee 


and to discuss the possibility of gaining | 


public acceptance of men’s summer 
weight shoes of kid. 

Chief among the speakers of the eve- 
ning were James 


pass Leather Co.; Laird Simons of 


William Amer & Co.; John Harvey of | 


the John R. Evans Co.; and George D. 
Hirst, the advertising counsel of the 
kid group. 

Mr. Lyons outlined the progress made 
to date and drew an analogy between 
conditions in the kid industry now and 
in 1925, when the move to make black 
kid a high style leather for women’s 
shoes was first started. He urged, in 


the exploitation of kid leather for men’s | 


shoes, that primary stress be laid on 
style instead of on comfort and argued 
that, if comfort is to be stressed at all, 
it be done in such a way as not to 


raise a disagreeable association of 
ideas. 
Mr. Harvey told of the success en 


joyed last summer by the John Ward 
stores in New York City on the sale 
of kid shoes to men. 

Mr. Hirst, in speaking of the experi- 
ence of the John Ward stores last sum- 
mer, asserted that 70 to 80 per cent 
of the kid shoes sold had been bought 
by younger men. 


F. M. Futrelle Named Buyer 


INDIANAPOLIS—F. M. Futrelle has 
been appointed buyer for the I. Miller 


shoe salon and other shoe departments | 


of the H. P. Wasson Co. Mr. Futrelle 
has had several years’ experience in 
high-grade footwear and has been with 
stores in Chicago and Cleveland. 
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J. Lyons of the Sur- | 





Kid Tanners Discuss Men’s| Reduced Fares 


for Northwestern 


Shoe Convention | 
(UTPS)—No- | 


MINNEAPOLIS, MINN. 
tice from the railroads of a fare and 
a half for the annual convention of the 
Northwestern Shoe Retailers Associa- 
tion, Jan. 27-29, in the Nicollet Hotel, 
from points even beyond the limits of 


the association territory, is taken to | 


mean that the railroads recognize the 
importance of the convention and the 
probable large attendance. Tickets are 


to be on sale on the certificate plan | 
beginning Jan. 23 for return to Feb 1, | 


from Iowa, Minnesota, Montana, Ne- 
braska, the Dakotas, Wisconsin, Wy- 
oming and Manitoba. Two floors of 
the hotel are practically all taken for 
exhibits. 


Iowa is reported as growing decidedly | 


enthusiastic over the convention out- 
look and dealers are coming up in large 
numbers. Director W. H. 
Ames, Iowa, and Secretary H. S. Mc- 
Intyre addressed a recent meeting of 
the Des Moines association and plans 
outlined were heartily approved. The 
December meeting is to be devoted en- 
tirely to this subject, and W. S. Arant 
of Des Moines is slated to make a 
convention round-table talk lead on 
handling the customer. 

The Twin City clan at a meeting in 
Minneapolis this week started a cam- 
paign for membership in the North- 
western association. Joe Langley of 
St. Paul discussed styles for Spring. 


Fred S. Elam Back from 
the East 





RocHEsTerR, N. Y.—Fred S. Elam, | 


president of the F. S. Elam Shoe Co., 
returned Saturday from a selling trip 
through the East. He reported a kind 
reception on the part of wholesalers 
for his new Elam Compo shoes. His 
factory is exceptionally busy. 
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FRADE MARK 





Scientific Health Shoes 
‘ for Children ,, 
Insure Normal Feet 








Genuine Goodyear Welt 


KEWPIE [WINS 


REG U.S.PAT OFF 











DON’T LOSE SALES 


for lack of sizes 


IN 





Style No. 110—Patent 
3/5 Spartan Gold Spot Soles, C, D, $1.80 
Soft Toe—Leather Wedge Heel. 
5%/8, Spartan Gold Spot Soles, B, C, D. 82.10 
Leather Box Toe—Leather Wedge Heel. 
8%/11%, Oak Rend Soles, B, C, D, $2.40 
Leather Box Toe—Rubber Spring Heel. 
Style No. 112—Log Cabin Elk 
8%/11% Sizes only, B, C, D, Oak Bend 
Sele, 82.40 
Leather Box Toe—Rubber Spring Hee! 
All runs: Sole Teather Counters; 
Kid Quarter Linings 





Style No. " 
Style No. 101—White Elk, White Welting 
Style No. 102—Log Cabin Elk 
103—Light Smoke Elk 
D, 81.80 


Soft Toe—Leather Wedge Heel 


100—Patent 


Style No. 
3/5, Spartan Gold Spot Soles, ©, 


5164/8 Spartan Gold Spot Soles, B, C, D, 82.10 
Leather Box Toe—Leather Wedge Heer! 
8%/11%, Oak Bend Soles, B, C, D, 82.40 


Leather Box Toe—Rubber Spring Heel 
All runs: Sole Leather Counters; 
Red-line-in Linings. 


Terms 5% 10 days 


SEE OUR LINE 
N.S.R.A. St. Louis Show 
January 6-7-8-9 
Hotel Lennox—Parlor B 
Statler Hotel—Room 324 


"THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA MISSOURI 


Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 















Just a plain three strap, but it proves 
indispensable for fitting certain feet 


Take the conservative lady who wants 
something that will hug her heel without 
hugging her bunion; the woman who must 
wear arches or appliances; the woman who 
wants a general purpose shoe, yet some- 
thing a bit dressier than a plain oxford: 
this three strap is sure to satisfy. 


The vamps are winged high, giving perfect 


B1701— Black glazed kid three strap, 309 com- 1 f ote 1 ’ | 
bination last, 14/8 leather heel, rubber top. clearance for any joint en argement; the 


Goodyear welt. Arch supporting shank. . , 
lower strap snugs in at the waist, the center 


In Stock strap engages the arch and instep, while 
Widths AAAA to EEE, Sizes 2! to 11 


i ; 7 
Price $5.25 the high riding top strap will hold down the 


narrowest heel. 

There are great business building possibili- 
ties in the plainer types of shoes if they are 
played right. Show this three strap to 
your local doctors and chiropodists and no- 
tice how quickly they grasp its fitting possi- 
bilities. 

Priced to permit of a generous mark-up. 
Built to stand up under unusually severe 


service. 


37 Canal St. Rochester, N. Y. 


Chicago Office, 506 Security Bldg., 189 W. Madison St. 
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Bruce Murphy to Manage 
Pittsburgh Stetson Shop 


PITTSBURGH—The Florsheim shoe 
store, which for some years has been 
located in the Loew Theater Building, 
Sixth Street, will move to the store 


that is being operated at the corner | 


of Fifth Avenue and Market Street. 
On Jan. 1, the Stetson shops, dealers 
in men’s and women’s footwear, will 
take possession of the vacated store- 
room and the storeroom adjoining. 
3ruce Murphy, a_ well-known retail 
shoe man, will be the manager. One 


of the stores will be used for the dis- | 
play and sale of men’s shoes and the | 
shoes and hosiery. | 


other for women’s 
The lease is for a long term of years, 
totaling approximately $500,000. 


155 Boxes Per Minute 


LYNN, .Mass.—A_ further 
ment in automatic box-making ma- 
chines has been made by the Hoague, 
Sprague Corporation. 
machines have been set up in the fac- 
tory of the firm, and it is now able to 


make boxes for shoes at the rate of | 


155 per minute. All of these boxes are 
made automatically, without 
touched by the human hands. During 
the past nine months and two weeks, 
the firm’s production of boxes has been 


at a rate of approximately 1,000,000 a | 
Total output for the year will | 
25 per cent greater than a year ago. | 


week, 
be 


George H. Hutchins Plans 
Expansion 


PHILADELPHIA—Another George 
Hutchins’ store is to 
Frankford Avenue, Philadelphia, 
around the latter part of November. 
This is the eighth store opened by 


George H. Hutchins in the last year | 


and a half. These stores retail men’s 
shoes exclusively at $5, $6 and $7, and 
have made wonderful progress since 
opening. 

Six stores are located in Philadel- 
phia, one in Columbus, Ohio, and one 
in Lancaster, Pa. Mr. Hutchins ex- 
pects to open eighteen more stores in 
1930, taking im the cities of New York, 
Newark, Baltimore and Washington. 


increases in these stores in 1929 
running 72 per cent ahead of 1928. 


are 


E. E. Field Promoted 


EAST BRIDGEWATER, MaAss.—Ernest 
E. Field, brother of the president, 
Walter P. Field, has been named su- 
perintendent of ’the Field Bros. Shoe 
Co., succeeding Horace L. Mitchell, 
who has resigned. Although the young- 
est executive to hold such a position in 
the district, he has had long years of 


training and for the past four years | 
The | 


has been Mr. Mitchell’s assistant. 
younger Mr. Field also becomes vice- 
president of the corporation. Another 
change is the appointment of John T. 
Corcoran to have charge of the making 
room, taking over the duties formerly 
supervised by Superintendent Field. 
Mr. Corcoran formerly was connected 
with the M. A. Packard Shoe Co. and 
the Milford Shoe Co. of Milford, Mass. 
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improve- | 


Four new-type | 


being | 


open at 4662 | 


ew . “ | One store is 
Business is exceptionally good and the | 








Wear Right Shoes, Rail- 
road Tells Employees 


Milwaukee, Wis. (UTPS)—M. 
J. Flanigan, assistant to the gen- 
eral manager of the Milwaukee 
road, has caused to be issued and 
distributed a bulletin advising 
employees of his railroad to 
“Wear the right shoes for your 
job.” 

For those whose feet are en- 
dangered by heavy materials 
dropping on them in the course 
of their labors, Mr. Flanigan sug- 
gests shoes with rigid toes. Em- 
ployees working in yards or other 
places where nails or other sharp 
objects may project are warned 
to wear shoes with extra heavy 
soles to prevent penetration. 
Much time and money are lost 
each year through foot injuries 
of employees because they are not 
properly shod, it is said. A shoe 
may be a shoe but there are 
shoes and shoes, when it comes to 
wearing them in industry. 

“It is necessary that feet be 
safeguarded from injury,” Mr. 
Flanigan states in the bulletin. 
Employees are expected to make 
some changes at once. 











Business Increasing 
On Fabric Slippers 


CINCINNATI, OH10—One of the most 





remarkable sellers in one of the high- | 


est-priced shops of this city is moire. 
This is bought in white and is lightly 
trimmed with gold and silver. A sepa- 


rate department is maintained by the | 


| firm to dye these white moire to match 


any costume. The manager of the store 
recently reported that during the past 


thirty days they have averaged to dye | 


more than twenty-five pairs per day. 
Business on this type of footwear is 
increasing and a great deal of moire 
and satin is expected to move between 
now and the first of the year. 

Suede certainly is proving 
good mover. It may be 
any price range and in most any color. 
featuring blue, brown, 
green, purple and tan suede trimmed 
with tan or gray ring lizard. 

Black is very good; dark green is 
still in for a nice share of business; 
brown, of course, is very popular and 


to be a 


| burgundy and purple are selling fairly 


well. 
High cut pumps are especially good 


had in most | 


right now and oxfords and ties are in | 


big demand. Narrow one-straps and 
T-straps are especially good, 
small patented buckles. 


New Shoe Department 


with | 


CINCINNATI, OHIO—A ladies’ shoe de- | 


partment was recently opened at the 
Gidding store by the Winkelman Shoe 
Company. The department is said to 
be one of the most beautiful 


in the | 


Middle West and will be operated by | 
Winkelman but will be known as Gid- | 


\ 


ding’s Shoe Department. The price 
range at the shop is $12.50 to $35. 
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Wear Straight 
hoes 


ET the inside story of 

these shoes and you'll 
know why dealers from 
Maine to California are 
sending in repeat orders. 


Write for Catalogue 


Police 


Shoe 


Bik. Evans Kid 
Bik. Rueping’s Cf... ‘ 
Bik. Cf, Stormwelt...... 488 


B. Cf. S-wit. L. Ctr..... 4 


Orthopedic 
Last 
No. 1 


60—Blk. Evans Kid 
S60—Arch-Support Insole 
80-—Blk. Kaffor-Calf 
85—Tan Kaffor-Calf 


70—Blk. Evans Kid 
S70—Arch-Support Insole 
90—BIk. Kaffor-Calf 
95—Tan Kaffor-Calf 


MUSE) 


BECK. 
SHOE, COMPANY 
DANVILLE, ILLINOIS 


(7 




















ESSEX “TROPHY” 
TREAD” Best of All ESSEX “SKYLARK” 
Men’s Golf Soles for for Men’s Sport 
all around service. Shoes. Cleats will not 
mar floors. 
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at the bottom of 


4 


Essex Sport Soles are 
“all the year” soles. 





STYLE? 


People look at the soles of their sport shoes. Stylish soles 
help to sell the shoes. May we suggest that you make sure you 
see the shoes soled with the new Essex Sport Soles. They 
appeal to the eye. Style is built into every pair. They are 
new. They are practical. Here are two outstanding successes. 


Men’s “Trophy Tread” Men’s “Skylark” 


Premier of all sport soles. A Has all advantages of leather 
most practical sport sole for all without its discomforts. Cleats 
around use. Yet an out-and-out that grip, yet they can be worn 
golf sole that combines quality over polished floor of the Club 
with ease and comfort in wear- House. One of the most popular 
ing. golf soles for the 1930 season. 


National advertising keeps soles before the public eye. Wide 
awake manufacturers with the snappiest lines of shoes use 
Essex Sport Soles. The above soles, along with Plytex, Steady 
Tread and Realite Soles offer the most complete line from 
which to make your selection. Make sure you see them, 


ESSEX RUBBER COMPANY 
TRENTON NEW JERSEY 
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WHERE TO BUY 
Men’s Shoes 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















‘HIGHEST GRADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 








ne 


MONEST ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 

















SHOE 


FOR MEN 
M. A. PACKARD CO., Makers 
BROCKTON 








2 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 




















Zoo in a Shoe Shop 








The children’s shoe department of the Lintz Dry Goods Co., 
was designed to amuse the children 


Okla., 


Lynn Business 
Well Ahead of 
Last Year 


LYNN, MaAss.—More new shoes have | 


appeared in the factories. Some are 


samples—novel and interesting. Others | 
immediate de- | 


seasonal shoes for 
It is common to say that busi- 
is over, 


are 
livery. 
ness for this year 


grades are involved. 


good slipper business on hand which | 


will keep some of the slipper factories 

active until well into December. 
Business for Lynn and vicinity is well 

ahead of a year ago. A box firm re- 


ports that its sales to shoe manufac- | 


turers are 25 per cent ahead of a year 
ago, with a prospect for a further in- 
crease next year. 

“Thracians,” ss the new sandal types 
are called by some, are a very inter- 
esting specimen of footwear, for they 
consist chiefly of a sole, with no vamp, 
but with a toe strap for passing be- 
tween the great toe and the next toe, 
this strap and high-riding instep straps 
serving to hold the sandal to the foot. 
The pattern is Grecian. No stocking 
will be worn with this sandal, unless 
the hosiery trade produces a digitated 
hose. Nails of the toes will be tinted 
pink, or possibly of a hue to harmonize 
with the shoe. 

Now the style of this sandal isn’t the 
whole story. Its influence is a major 
matter, for the wearing of these bare- 
foot shoes will reveal the toes, and 
they should be shapely, and not cramped 
and curled as sometimes they are when 
tight-fitting shoes are worn. Corns and 
bunions will vanish, and a new freedom 
for the toes will be won. 

“Warwhoops” resound in sport lines, 
making more big noise even than 
““‘Whoopees.” 
style moccasin vamp, with moccasin 
insets of braided leather, which is also 
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in so far | 
as the development of new styles and | 
Yet there is a | 


They present the Indian | 


Guthrie, 


Novel Features in Lintz 
Department 


GUTHRIE, OKLA.—Lintz Dry Goods 
Co. has separated its women’s and 
children’s shoes, making two distinc- 
tively different appearing departments, 
one which appeals to the children and 
the other with surroundings that are 
attractive to women. The women’s de- 
partment has the shoes all concealed. 
The fixtures, such as panels and dis- 
play fixtures, are made by the Grand 
Rapids Store Equipment Corporation 
| and are silver gray quarter sawed oak 
with striping of black. The floor is 
| covered with solid black carpet and the 
| chairs are of fiber yellow and _ black 
with linen upholstering. 

The children’s department is made 
in Zoo effect, showing the animals in 


| both chairs and cages back of chairs 


with all shoes concealed and the panels 
are of Nursery and Mother 
rhymes. Children are very much im- 
pressed and ask their mothers to come 
to this department for footwear. 


Goose 


good Indian. Some would bottom them 
with crepe or rubber soles to revive 
the soft resilient stride of the Indian; 
others recommend soles of leather, 
which is best for modern dancing. 

A group of Lynn manufacturers is 
proceeding with plans for an associa- 
tion to develop the merchandising of 
Lynn shoes, the main thought in the 
matter being that of providing for 
more cooperation with merchants in 
dealing with styles, grades, deli, 
and so on. A series of meetings 
be held, according to present 
for the discussion of market condit 
these discussions to be opened by) 
dresses by merchants and othe: 
authority in merchandising. On 
of cheering news is that of the Unit 
Shoe Machinery Co. posting in it 
plant at Beverly a notice to the cife 
that overtime work in certain de 
ments will be continued. 
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The interior of Petot’s Shoe Shop in the Hippodrome Theater Building, 


Cleveland, 


Shoe Shop in Theatrical Style 


CLEVELAND, OHI0O—Closely adjoining 
the Hippodrome Theater, the interior 
design of Petot’s Shoe Store, in Cleve- 
land, harmonizes with its _ location. 
There is a long sloping floor which 
rises eighteen inches from front to 
back, with seats arranged cross-wise 
in the true fashion of a modern movie 
house. Everything from the brilliant 
Fifth Avenue entrance to the rich 
brown carpet and bird’s-eye maple side- 
walls would do justice to a pretentious 
up-to-date theater. There is a real 
usher service inside and Petot offers 
a continuous show throughout the day- 
light shopping hours. Perhaps Holly- 
wood styles, rather than Hollywood 
stars, are responsible for the large 
crowds which gather within the portals 
of this retail institution. 

Everything surrounding the Petot 
Shoe Store at Cleveland is decidedly 
modernistic. Straight merging lines 
predominate all through the store and 
even the ends of the shoe boxes have 
two straight converging lines of silver 
on a background of light tan to match 
the surroundings. The entire front 
side-walls are of solid bird’s-eye maple, 
while the end-walls and ceiling are 
painted ivory. All the rest of the 
woodwork, including shelving, seats and 
baleony, is finished to match the light 
maple. At the front on the right is 
the cashier’s booth and a wrapping 
counter all built in bird’s-eye maole. 

At the left is a flat-backed maple 
hosiery display case with beveled front 
corners and back of it a regular hosiery 
stock section composed of double com- 
partment drawers made of the same 
wood. The front door is surrounded 
on the inside by four paneled layers 
of bird’s-eye maple and here, as else- 
where, the maple is trimmed with nar- 
row strips of walnut. Along each side 
of the room are five inlaid full-length 
mirrors. 


Above is a baleony which surrounds 


the two sides and rear and over this 
the surplus stock is stored on shelves. 
At the end of the room the balcony 
deepens and here is located the store 
manager’s office. 
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is planned and arranged like a 


movie auditorium 





New Seats for Shoe 


Salesmen 


Milwaukee, Wis. (UTPS) 
The State University Retail Bulletin 
of this month, issued at Madison, 
Wis., states that a new shoe store 
seating device made in Germany 
may soon be imported in _ this 
country because of its convenience 
to the shoe clerk and comfort to 
the customer, not now found in 
seats in general use. 

The Bulletin reveals that the 
new seat is similar to the raised 
seat used in many shoe shining 
parlors, allowing the clerk to 
wait on customers without con- 
tinuous back bending and giving 
the customers better footing, as 
well as a more modest pose for 
women buyers and a better view 
of the merchadise proposed. 











Curtis-Stephens-Embry to 
Reopen Bernville Plant 


READING, Pa. — Curtis-Stephens-Em- | 


bry Company have reopened their 
Bernville plant and are fitting about 
one thousand pairs a day there. These 
shoes are all of one type and are re- 
turned to the main factory at Reading 
for finishing. This move has relieved 
the pressure of work on the cutting and 
fitting rooms of the main factory in 
Reading, a relief that is very much 
needed because of a very large volume 
of shoes now being made up by the 
house. 


New Bell Boot Shoppe 
STERLING, ILL.—A new Bell Boot 
Shoppe has been opened here at 316 
First Avenue. It has been incorporated 
to sell shoes and hosiery. 
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WHERE TO BUY 
Men’s Shoes 


ee 


u ~ STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 


BION F: REYNOLDS CO Ine BROCKTON MAS. 








“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 











WHERE TO BUY 


Women’s Shoes 


re te er eres 











Didi, 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
IN Bu Y. 


INC, 
STOCK 
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WHERE TO BUY 


Store Fixtures 
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THOUSANDS : 
. 


# 
sof Leading Shoe Dealers Fit their custom- 
ners’ feet Quickly, Accurately and Simply § 





BRANNOCK DEVICE 


t 
4 Free Trial—Write Today 
§, 321 S. Salina Street SYRACUSE, N. Y.& 
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WHERE TO BUY 


Shoe Forms 


A ee 





TRANSPARENT OR as FAIRY 
SHOE FORM 
Light, iets and 
Practically Invisible 
Linings and case num- 
bers easily seen when 
transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, 





N. Y. 











io 


WHERE TO BUY 
Men’s & Women’s 
Slippers 


6 8 





MEN’S FINE 
HAND TURNED 


SLIPPERS 
Manufactured 
by 
W. S. CHASE & SONeE! | 
Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. | 





Prices from 
$2.15 to $3.60 




















MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 
eauté~" ces Peis wear 
i 
rass Dros. & feinroth 
7 Enst 17th Street New York 


————— 














#ARISTYLE FOOTWEAR MFG. CO., INC 


Factory and Salesroom 
40-46 West 25th St., New York City 


al 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 





<NANS 
Sanit) O 


IN STOCK 


? o 


Men's and 

Wemen’s 
“Companien- 
ate’ Slippers 
Terns onl 
Ostelog on 
request. 
Ne. 434 
$2.65 


Ne. 447 
$235 


L. B. EVANS’ SON CO., Wakefield, Mass. 

















The Biggest Fish That Ever Got Away 








me use HIM 
for BAIT To. 
CATCH A BIGGER 

















ALL THAT HE REALLY LOST, 





—From the Chicago Tribune 


Ln! 











Jefferson Bender Back from 
Abroad 


NEw YorK, N. Y.—Jefferson Bender, 
head of Jefferson Import Corp., re- 
turned Wednesday of this week on the 
Olympic after seven weeks in France, 
Germany, Czecho-Slovakia and Eng- 
land, where he was looking for new 
ideas in leathers, novelty materials 
and types of sandals. Mr. Bender said 
he brought over with him two very 
interesting styles in sport and beach 
sandals, as well as upper materials 
and reptilian leathers for the spring 
season. He said that he found rep- 
tilian leathers exceedingly scarce on 
the other side of the Atlantic. 


Harland P. Leighton Dead 


LYNN, Mass.—Harland P. Leighton, 
vice-president and sales manager of 
Colella and Leighton Shoe Company 
of Lynn, Mass., died at his home in 
Cambridge, Mass., November 20. A 
major operation far gall bladder was 
performed at the Homeopathic Hospital 
and he showed no recovery. 

Mr. Leighton was fifty-three years 
of age. He was formerly associated 
with A. M. Creighton and P. J. Harney 
Shoe Company of Lynn, Mass., and 
F. S. Elam Shoe Company of Roches- 
ter. For many years he was buyer 
for Gilchrist Company in Boston. He 
is survived by his widow, his son Har- 
land P. Leighton, Jr., and his three 
daughters, Dorothy, Marjorie and Ruth. 
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Shoe Sales Gained in St. Louis 


St. Louis, Mo.—The monthly review 
of general business in the Eighth Fed- 
eral Reserve District just issued, has 
the following to say regarding the shoe 
industry in this territory: 

“September sales of the five report- 
ing interests were 31.6 per cent larger 
than for the corresponding period of a 
year ago and 3.8 per cent below the 
record total of August this year. Stocks 
on hand on Oct. 1 were 10.8 per cent 
smaller than on Sept. 1 and 15.5 per 
cent less than on Oct. 1, 1928. The de- 
crease in the month-to-month sales 
comparison was seasonal in character, 
but considerably smaller than the aver- 
age of the past decade. Factory produc- 
tion during September was at, or close 
to capacity, but since Oct. 1 a slight re- 
duction has taken place.” 


McCurdy Department 
Enlarged 


ROCHESTER, N. Y. (UTPS)—T 
as large as it was before, the new 
Curdy Company shoe department 
ened last week to a big public. Gi 
Bogard is manager. 

The new department contains 
square feet of selling space on the 
ond floor. Stock is stored in 
space. A children’s department a 
special $6.90 women’s department 
been added. 
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Shoe Industry Supports 
Survey 


| 
BostoN—The New England Shoe 


and Leather Association is actively 
supporting the official export survey of 
the New England section now being 
made by the United States Depart- 
ment of Commerce, and has sent to its 
members a special bulletin reading in 
part as follows: 

“We all want to increase our exports 
of New England-made leather, foot- 
wear and accessories, and most of us 
also would like to know more about the 
status of New England in this connec- 
tion. 

“A splendid opportunity along both 
of these lines is offered in the official 
survey now under way, under the di- 


rection of the United States Depart- | 
ment of Commerce, and in which the | 
New England office of the Department, | 


Hugh Butler, manager, and the New 


England Council, are closely cooperat- 


ing. 


Redelsheimer, Retired 
Shoe Man, Dies 


NASHVILLE, TENN. (UTPS)—Gen. 
Eli Redelsheimer, 61, prominent in the 
business life of Nashville for forty 
years and chief of staff of Gov. H. H. 
Horton of Tennessee, died from a heart 
attack at Ocean Springs, Miss., Thurs- 
day. He also occupied positions on the 
staff of the late Gov. Peay, former 
Governors Patterson and Roberts and 
Rye. He was a native of Nashville. 
Early in life he entered the wholesale 
business on the public square. 

Twenty years ago Mr. Redelsheimer 
headed the Famous Shoe store retail 
firm on Union Street. He retired from 
mercantile business some years ago. He 
took an interest in prison. reform move- 
ment and in politics. He is survived by 
his widow and one son, Jonas, a busi- 
ness man of Nashville. The funeral 
takes place Sunday, in Nashville. 


Gen. 


“Jerry” Rickard, Buyer 


SAN FRANcisco—Gerald (“Jerry”) 
B. Rickard, for the past three years 
in the shoe department of Bullock’s, 
San Francisco, has been engaged by 
the City of Paris, large department 
store of the same city, as buyer for 
their new shoe department. The shoe 
department was formerly leased out, 
and a sale now going on is expected to 
clean out the stock and make it pos- 
sible for the store’s new department, 
which will be operated as a part of 
the business, to open early in December. 

Mr. Rickard is a son of Martin J. 
Rickard, superintendent of the E. P. 
Reed & Co. factory, Rochester, and a 
brother of Salesman Don Rickard and 
Assistant Superintendent Walter Rick- 
ard of that company. 


New Managers Named 


LOUISVILLE, Ky. (UTPS)—Both the 
Baker stores in Louisville have new 
managers. W. Buchanan, trans- 
ferred from Birmingham to be assistant 
manager, has been appointed manager 
of the Baker store at 321 Fourth Ave- 
nue, and J. E. Ridgeway of Kansas 
City assumed the management of the 
store at 220 Fourth Avenue on Nov. 1. 
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The young giel ia wise ia her own gengration, aad realizes full 
{elite opmetennets cena wo al <0 that whee she 

selects her outdoor commme, she comes ta Stewart's Twin Suaters” 
tae Rsetedeauha 6 slate sol mde’ o 
hee other's. for the cashmere eweater io barmenizing solowrs.. 
+ hat tthe slptet of matching tweed . . and for thie appropriate hat and 
aloes thant wie tne 


taht perlect accent. Ad she eds « smart collection 
ta chenes from..ddase the T'wia Sisters’ Shop is her ship, and 
offers her» selection at wide a her young discrimination demands. 


STEWART 


FIRTH AVENUE AT FIFTY ZixtH 77. 


An effective advertisement to the 
younger miss by Stewart of New 
York 








New Record for Trading in 
Hide Futures 


NEw YorkK—“Hide futures transac- 
tions established a new high record for 
volume on the New York Hide Ex- 
change last week, with total turnover 
of 18,800,000 pounds,” said M. R. Katz- 
enberg, president of the exchange, in 
his weekly market summary. “This was 
an increase of more than 50 per cent 
over the previous weekly high record of 
12,160,000 pounds, established during 
the week ended Nov. 2. 

“The extent to which the trade is 
utilizing the hedging facilities offered 
by the exchange is evident, when it is 
considered that total transactions for 
the first two weeks of the current 
month were 31,320,000 pounds, approxi- 


mately 25 per cent in excess of the 
24,680,000 pounds traded in during the 
entire months of June and July, the 
first two months in which the exchange 
was operating.” 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


18 8 A 





TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 














ALL LEATHER IMPORTED CZECHO SANDALS 


FOR IMMEDIATE DELIVERY 
Patterns Riga—Tan and Brown 
Patterns Berta—All Tan, Tan & Black, All White, 
White & Black 
Irwin W. David, General 
R. STERN CO., 303 Fourth Ave., 


* KENDALL 


Manager 
New York 





CROSS STRAP 
BALLET 











BLACK KID 
ADJUSTABLE STRAP 


IN STOCK 


Women’s $1.75 
Misses’ $1.70 
Children’s $1.65 


Orders filled 
Day Recetoed 


SEND FOR CIRCULAR DEPT. C. 


% KENDALL SHOE COMPANY ye 
HAVERHILL, MASS. 














Turned 


The Daytime Slipper 


Fiest quality upper stock, genuine 
leather counters, turn construction; 
extra fine leather soles in natural 
finish, eteel shank. Made over com- 
bination last by skilled Italian turn 
shoemakers. Looks and fits like 
dress shoe with boudoir comfort. 

ORDER A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 


Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 





WHERE TO BUY 
Ballet Slippers 


i el eh ead 





DANCING SANDALS 
(ALSO _USED IN GYM 
CLASSES) 


Ne. 188.—Made in pearl, tan 

we black suede. Also made 

in black kid. Only pearl 
carried in stock. 


Price 75¢. 
BROOKS SHOE MFG 








- Co. 
Ritner and Swanson Sts., Philadelphia, Pa. 








In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 

Misses’ $1.20 pair 

Childs’ $1.15 pair 
BLOG SHOE CO., a 


147 Duane Stree 
New York City 








BALLET SLIPPERS—IN STOCK 


of the unusual kind 
8102 Bik. Kid Hand Turn 
Soft Toe 


SCHWARTZ & HERDER, eane.. 
lalists in Ballet and Comfort 
241 No. 11th St., Philadelphia "Pa. 











Rights and Lefts 
Two Grades 
Wos. Miss. Chi. 


$1.50 $1.45 $1.40 
1.85 1.30 1.25 


In Stock 
325 West Monroe 


wM. 
SUMNER 
SMITH 
Chicago, ml. 














MALOTT SHOE CO 
(915 Girard Poe “Chicage 


| directors 





The Famous Con- : 


cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


j 


Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Ave., Eagle Rock 
Los Angeles, California 


| ing as the Young Men’s 








Modernistic Santa Claus 











Display fixtures appropriate for the 
season help to create the atmosphere 
that attracts gift seekers. This 
unique stand is by Segall & Sons, 
Philadelphia 


Directors 
Dividend 


Godman 


COLUMBUS, OHIO 
rectors of the H. C. Godman Co., oper- 


| ating eleven shoe manufacturing units 


in Columbus and Lancaster, have de- 
clared the usual semi-annual dividend 
of 3 per cent on the first preferred 
stock of the company, payable Dec. 1, 
to stockholders of record Nov. 20. 

The directors also declared the usual 
dividend of 1% per cent on the common 
stock of the company to be paid Dec. 10 
to stockholders of record Dec. 1. The 
reported general increased 
activity in the shoe manufacturing in- 


| dustry, with bright prospects for the 


spring season. 


Sol Kamner to Open Third 
Store 


BALTIMORE, Mp.—Sol Kamner, trad- 
Shop, will open 
a third store in Baltimore, Md. The new 


| store will be located at 25 North How- 


ard Street. It is planned to carry a line 
of shoes similar to those being carried 
in the two other stores in this city, one 
located at 1435 North Charles Street, 
and the other, which is the main store, 
located at 1825 North Charles Street. 

The Young Men’s Shops are high 
grade men’s furnishings stores and 
shoes of the same high grade are car- 
ried. High grade lines of hosiery are 
also carried at the stores and will 
included in the new shop. 
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The Low Down on Pushing 
Customers Up 
[CONTINUED FROM PAGE 37] 


“*At just reminds me. A couple of 
years ago I went into Davis’ and asked 
for a five dollar hat. The guy brought 
out a five dollar one that looked mighty 
good to me, but he said, ‘You know 
you can’t get much of a hat for five 
dollars any more.’ Then he began talk- 
ing seven dollar hats to me. No kid- 
din’, he proved to me that the seven 
dollar ones were twice as good as the 
five dollar kind. But all the time it 
was running through my mind that 
my financial affairs were none of his 
business anyway. 

“When he got done I still wanted a 
five dollar hat but didn’t have the nerve 
to admit it. So I told him the styles 
weren’t just what I wanted and walked 
out on him. I’ve never been in there 
since, although I like the five dollar 
hats I see in their windows. I’m scared 
to go in.” 

“T’l agree,” said Jim, The Shoe Man, 
“that a six dollar sale we make beats 
an eight dollar sale that we miss.” 

“Yes,” Pete went on, “it even beats 
an eight dollar sale that we make 
against the customer’s will. Get this: 
The amount of money a man has does 





Declare | 


(UTPS)—The di- | 


not determine how much he thinks he 
should pay for his shoes. Some of our 
wealthiest men still think that eight 
| dollars is a whale of a price. And 

monkeying with that idea is mighty 
| ticklish business.” 

“Then you don’t believe in pushing 
a customer up?” 

“Oh yes I do,” Pete answered, “but 
not when a man deliberately tells me 
he’s got a certain price in mind. [ still 
think more customers are under-sold 
than are over-sold. Last week I waited 
on a flat-footed fellow wearing overalls. 
He had on cheap shoes but he needed 
| arch support shoes and he needed ’em 
bad. Well, I sat down and talked to 
him like a Dutch uncle and sold him a 
twelve dollar pair. When I got done 
he almost cried thanking me. Said no- 
body had ever shown him good shoes 
before. That kind of fellow appreciates 
attention lots more than the well- 
dressed man who is used to it.” 

“The point being,’ interrupted the 
Old Veteran, “that some men resent 
being pushed up and others appreciate 
“,” 

“Sure,” agreed Pete. “Then there’s 
a lot of school kids and small salaried 
young men who, on account of our repu- 
tation for reliability, will take most 
anything we tell them to. It is our 
moral duty to prevent such fellows 
from buying our highest-priced shoes. 
We should teach them to be satisfied, 
for the present, with-moderate grades.” 

“Putting the whole thing into one 
mouthful,” said the boss, gravely, “it 
sounds like this: Pushing our custom- 
ers up and grading our store up is an 
absolutely sound policy, but it must be 


| done with most careful judgment and 


extreme tact. 

I realize that very few people will 
tell us honestly and frankly why they 
don’t trade with us. No amount of 
personal interviews, questionnaires, nor 
surveys will get this information ac- 
curately. And this is especially true 
of those who prefer to buy less expen 
sive shoes than our salesmen want to 


' sell them.” 
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Selling Slipper Usefulness 








An interesting window display in the store of Callender, McAuslan & 
Troupe Co., Providence, R. I., which exploited the usefulness of slip- 


pers for the entire family. 


A remarkable variety of merchandise was 


shown with the home setting as a background and the figures of 
father, mother and child, imparting a strong human interest appeal 








Cowen-Nankin Store Installs 


New Front 


MIAMI, Fua. (UTPS)—The Cowen- 
Nankin Shoe Stores, Inc., have just fin- 
ished remodeling their shop at 59 E. 
Flagler Street. The new front embodies 
newest ideas in merchandise display 
and presents an inviting and modern 
appearance, comparing quite favorably 
with that of the better grade New York 
establishments. For the base and walls 
Sani-onyx was used, while chromium 
nickle alloy was employed in the fram- 
ing. A beautiful glass valance is de- 
signed with pointed edges. The back- 
ground was designed by a New York 
decorator and is done in silver leaf in a 
most striking design. 

In the vestibule has been installed an 
attractive Neon nameplate—something 
quite new and original. 

The Cowen-Nankin Shoe Stores, Inc., 


are agents for Florsheim and W. L. | 


Douglas shoes for men, and represent 
some of the best manufacturers of high 
grade shoes for women. They are the 


exclusive agents in this part of Flor- | 
ida. The store has just been given the | 
exclusive agency also for Foot Friend | 


shoes for women. 
This shoe company has been doing 
business in Miami for eighteen years. 


Birmingham Shop Remodeled 


BIRMINGHAM, ALA. (UTPS)—The 
Florsheim Shoe Store, 203 North Nine- 
teenth Street, which has been com- 
pletely remodeled, was reopened re- 
cently. The windows have been finished 


in black and silver, with the interior | 
furnished with modernistic lamps and | 
fixtures, according to Billy West, man- | 


ager. 
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Harry Messenger Heads 
Syracuse Ad Club 


SYRACUSE, N. Y.—Harold M. Messen- 
ger, advertising manager of the A. E. 
Nettleton Company, was elected presi- 
dent of the Advertising Club of Syra- 
cuse at a recent meeting of the Board 
of Directors. He succeeds Harold 


.Brown, advertising manager of L. C. 


Smith & Corona Typewriters, Inc., who 
has moved to New York City. Mr. 
Messenger is also a director of the 
Club. 





Ball Bearing Shoes 


Milwaukee, Wis. (UTPS)— 
Two Milwaukee shoe manufactur- 
ers have designed and are manu- 
facturing a shoe which is meet- 
ing with the approval of the 
younger generation, especially 
boys. It enables them to make a 
heel noise while walking. 

These shoes have a cavity in 
the heel containing a steel ball 
bearing, covered by a steel plate. 
The Walter Boot & Shoe Co. and 
the Weyenberg Shoe Co. claim 
the new invention is regarded as 
indispensable by thousands of 
Milwaukee boys in the _ school 
ages. 

“They like them,” said Ralph 
Loucks of the Weyenberg Shoe 
Co., “because they make so much 
noise. They can click their heels 
every step they take. Perhaps 
their mothers and fathers don’t 
like these steel heels on polished 
floors, but the boys do. They are 
all the style now.” 
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WHERE TO BUY 
Ballet Slippers 


BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Mis 
600—(Top Grade) 
6oo— 


| Qvast Prices Slightly Higher 


Breeks Shoe Mfg.Co. 


Philadelphie— 
@wanson and Ritner Sts. 


Los Angeles—1162 So. Hill st. 


8 6 a 


‘WHERE TO BUY 





| 
| 








Bowling Shoes 


Ce i i i ei eid 


BOWLING SHOES 


IN-STOCK 
Smoked Elk 


$3.20 


“Coast 


BROOKS 
SHOE MFG. CO. 
Sea, Philadelphia, Pa. 
1187 Mo. HII Street 


Swansen and Ritner 
tee Ancol 





@€@THCO 
BOWLING SHOES 
No. C762— All sizes in stock 
for immediate delivery 

& Write today for complete ca- 
&. talog of ATHCO Athletic 

Shoes. 
Athletic Shoe Co. 


= 4 914N. MarshtieldAv. 
Chicago, it. 


> 


os 


WHERE TO BUY 


Dancing Tabs 


6 Ae 





CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 
Price 20e. Per Pair 
Brooks Shee Mfg. Co. 
Swanson and Ritner 
Sts., Philadelphia 
Los Angeles 
1162 So. HIN St. 
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WHERE TO BUY 


Store Fixtures 


i ll ll el 


HAVE Yol 4 COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


( | GOODWIN & COoO., 
Worcester, Mas 
ee 


Inc 





WHERE TO BUY 
Spats 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 
In All Selling Colors 
$10.50 to $36.00 per dozes 
Sampies on Request 
STAR FOOTWEAR MFQ@. 


Howard and Norris 
Philadelphia 














Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
opats—to retail 
from $1.50 te 
65.00. 


Send for price 
list. 


S. Rauh & Co. 


650 Sixth Ave. | 


New York 





Styled in England— 
Equal in every way 
to the finest im- 
ported spats — but 
made over here and 
priced accordingly. 
Very complete line 
in wide range of 
prices and all cor- 
rect shades. Nation- 
ally advertised. 


Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y. 











ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 
$11.50 
$14.50 
$18.50 


COLORS: 
Pearl and Medium 
Grey, Light and 
Medium Fawn. 


pute bin | ‘— let us ship on approval 

lor or your inspection. We stock-u 

tr w bfeA no matter how sma 
When ordering samples 


GOLD SEAL 


536 Broadway New York 








Bunty Roeers— Snore MERCHANT 
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and women’s. They had a boys’ line at 
three ninety.” 

“Thanks for the tip, Bloom. I don’t 
suppose you know who’s coming next 
door to me, do you—in place of the 
radio chap?” 

“Not for sure, but Ronelle owns it. 
I’m told that Steinman’s lease was 
up, and he and Ronelle scrapped 
over a renewal—Ronelle is a pretty 
tricky trader, I fancy, and thought he 
could hold Steinman up. Anyhow, he 
wanted a fifty per cent increase in the 
rent—so Steinman just quit cold and 
refused to consider a renewal. The re- 
sult is that on the first of the month, 
the store is rented on a monthly ten- 
ancy to some crowd of bargain goods 
people. Don’t know anything for sure, 
Rogers, but I think it’s one of those 
fly-by-night crowds that put on clear- 
ance sales of distress goods. Stay while 
the staying’s good and then beat it. 
They get stores at nominal rents on 
monthly tenancy. Some birds like 


| Ronelle fall for it, figuring that a little 


rent is better than none. We always 


| advise against it, feeling that a shady 


tenant hurts the location for the new 
one. Of course these people may be 


fine—hope they are—but who they are 

and what they sell I don’t know.” 
“Well, 

| dope. 

| today?” 


BOND STREET: 
NDS, 


Bloom, thank you for the 
Coming to the Chamber lunch 


“Yep, never miss them. It pays me 
to mix with the boys all I can. What’s 
the talk on today?” 

“ ‘Meeting Chain Store Competition,’ 


| and I guess I’ll need all the ideas I 


can get,” Billy gave a rueful laugh. 
“T’ll have four chain shoe stores right 
on the one block?” 

“I wouldn’t let it worry you, Rogers. 
As a matter of fact, it shows that you 
must be pretty nearly right so far as 
location is concerned. And it brings 
the shoe customers right to you.” 


AYBE,” Billy half agreed, but he 
felt that he, as a lone shoe store 
proprietor, was somewhat like Daniel in 
the lion’s den. Again thanking Bloom 
he hurried to his store. He hoped to 
find some continuation of the activity 
stirred up by the big advertisements 
of the Cinderella Sale. But no, the 
store had its usual nine-thirty a. m 
air. “I wonder,” mused Billy, “if 
Morland’s circulars with their back- 
hand slur on my sale is responsible 
for the way the sale is flattening out 
—or have I got all I can from the ad- 
vertising of it? Anyhow, while I sold 
a few nice shoes, it doesn’t seem to have 
made much of a dent in that old stock.” 
While trying to come to some answer 
to these perplexities, Joel P. Grant, the 
salesman, for the Printip Shoe Com- 
pany came breezing into the store. 

“Hello friend,” this to Lyman Acks. 
Then, seeing Billy through the door 
leading to the little stock room, which 
Bill had propped open with some shoe 
boxes, he hailed him, “How do you do, 
Mr. Rogers, how’s business?” 

Billy was glad to see the fine, straight 
as a ramrod, middleaged shoe man. 
Every time he came in he proved help- 
ful—Billy never forgot his unselfish 
help at the trying time just preparatory 
to his opening. “Business is pretty 
good, Mr. Grant. Just got into town?” 





“Yes, I’ll be here till morning, and 
I am wondering if you are getting to 
a point where we can do business. The 
old stock pretty nearly gone?” 

Billy shook his head and actually 
blushed. He felt ashamed to have to 
admit that after all his talk and ef- 
fort he had failed to make any appre- 
ciable dent in the stock of dead num- 
bers, accumulated as a result of his 
first wild venture in buying. 

“That’s too bad—especially after 
such a long time.” Grant was sympa- 
thetic. Just what’s the reason—and 
can I help you in any way?” 

Here was someone whose advice he 
felt would be valuable. So Billy in 
vited the salesman to sit down. Then 
he told frankly what he had don 
the Opportunity Shelf plan and the 
Cinderella Sale—and the result so fa 


HILE he was speaking, Grant 

nodded: slowly. Then, when the 
story was told, the veteran shoe man 
said, “I think your Opportunity Shelf 
idea is a crackerjack. I believe it is 
something that will grow in popularit; 
I don’t think it will ever move shoes 
quickly but I do believe it will take care 
of small overstocks and ‘cats and dogs.’ 
The Cinderella Sale idea is good—and 
I believe if you had advertised every 
day for the week of the sale you would 
have done an increasing business.” 

“Do you think Morland’s circular 
killed it?” Billy asked. 

“T’ll give you the old silly answer 
‘yes and no,’” Grant smiled as he 
spoke. “No, if you had kept on adver- 
tising—yes, as you quit advertising for 
people may think you stopped becaus: 
of Morland’s ‘show up’ of your plan.” 

“Then I’ll start advertising again,” 
Billy declared bravely. 

But Grant shook his head. “Don't 
think I would if I were you. The 
time’s past—and advertising the sale 
now is like trying to heat up yesterday's 
cold joint—it’s never the same.” 

“But what am I to do then?” Billy 
asked—and a slight tone of desperation 
crept into his voice. “If I don’t ad- 
vertise I can’t sell the damned old 
stock—and if I do advertise it won't 
click now. Have I got to think up 
another stunt to clean ’em out?” 

“Of course you could do that—and 
I’m sure Mr. Rogers, with your vivid 
imagination youjd work up an idea as 
good or better than your Cinderella 
stunt.” (Billy smiled to himself as he 
theught of how he had mervly twisted 
an old idea to his use.) “But,” con- 
tinued Grant, “I wonder if it would 
be good business. “What would be the 
effect if you had another sale too soon? 
Would the people of Fretton get the 
idea that you were running one of 
those stores that are always having 
sales? And if so, wouldn’t it cheapen 
your reputation?” 


OSH,” Billy exclaimed. “It’s som 

job to know what to do. I see your 

point though, Mr. Grant, and it’s well 

taken. Of course I can’t afford to hav: 

people think I’m running a cheap- jack 

store with a series of sales. Yet hire 

I am with these shoes. What shall | 
do with them?” 

Grant looked at Billy inquiring! fcr 
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a few seconds. Then—“It depends on 
how good your courage hy 

“Meaning what?’ 

“Well, of course it’s easy for me to 
suggest it—because it’s not my loss— 
but I honestly think you’d be better off, 
under all the circumstances, to sell 
them to a -_ dealer in Boston or New 
York, swallow a good big loss and clean 
the slate.” 


ERE it is,” Billy thought bitterly 

to himself—the old idea that 
June’s uncle had, and Betty too and 
Parker—yes, and Jethro Blunt. Even 
that bum salesman who offered me fifty 
cents a pair for those one strap wo- 
men’s pumps said I’d have to give ’em 
away eventually. It looks as though 
everyone is determined to make me lose 
a lot of money.” While he was think- 
ing this, Grant watched him with kind, 
grave eyes. Billy gave a sigh and then 
isker, “What’s your idea of a big loss, 
Mr. Grant?” 

“Fifty cents on the dollar.” 

“What! Why, Mr. Grant, that would 
mean, with the damned big stock of 
lemons I’ve managed to accumulate— 
let’s see—about fifteen hundred dol- 
lars! Oh, come, I can’t afford to lose 
that much.” 

“That’s the trouble, Mr. Rogers, I 
agree you can’t afford to lose it. But 
on the other hand, you can’t afford to 
keep them—every week now is knock- 
ing dollars off their value.” 

“But I haven’t any idea where to 
sell them. Can you suggest any likely 
buyer who’d help me out a bit—you 
know, give me a better price on ac- 
count of—of—my only just starting.” 

“No, absolutely no.” Grant had to 
laugh. “Buyers of distress goods con- 
sider only the price at which they can 
sell them quick. They’ll give you no 
more consideration—than you would 
give a manufacturer who asked you to 
pay a little extra price because he was 
in a hole.” 

“Oh, well, who’d you advise me to 
try?” 


Gye gave him the name of two or 
three reputable merchants and Billy 
said he would talk it over with his 
bookkeeper. “And now Mr. Grant, I 
want you to come with me to the Cham- 
ber of Commerce luncheon. Then I’d 
like to see your samples. When you 
were here before you showed me a 
good semi-orthopedic last that I can 
use now.” 

“That’s fine, Mr. Rogers.” And I'll 
gladly accept your invitation.” 

An hour later, the two men were 
seating themselves at one of the nu- 
merous tables at the Chamber meet- 
ing. Billy wanted to introduce Grant 
to Emery Parker, but to his disappoint- 
ment, his old boss did not turn up. 

The meeting proved most interesting 
and valuable. And as the subject of 
the talk was so close to Billy’s own 
problem, he spoke to the speaker, Pro- 
fessor Odin Brinstead, when most of 
the crowd had dispersed. 

After introducing Grant and him- 
self, he plunged right into his prob- 
lem. “Professor Brinstead, you gave 
me a lot of help today, for I run a 
shoe store here in Fretton and I have 
four chain stores on my block. You 
said that the independent store should 
meet the chain competition by indi- 
vidualizing and personalizing his store. 
I didn’t quite understand what you 
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meant by that. I wonder if it’s asking 
too much, for an example of what you 
mean?” 

Professor Brinstead looked at his 
watch, then frowning for a moment, 
replied: “Let me see how I can il- 
lustrate my meaning. You recognize 
many chain stores the moment you see 
them, don’t you? You can tell a Wool- 
worth, Liggett, A. & P., when you see 
one, can’t you? They have something 
distinctive about them. Personally I 
think many chain stores are crude and 
hideous so far as appearance is con- 
cerned, nevertheless they are recog- 
nized on sight, and they convey a very 
definite impression of what they stand 
for. They have individualized them- 
selves nationally. Now, what the 
chain store has done nationally, you 
must do locally. You must make the 
appearance of your store distinctive, 
your advertising must also be distinc- 
tive and in harmony with the store ap- 
pearance. When you do this, the ap- 
pearance of your advertising and of 
your store is recognized as yours—no 
one ever wonders whose advertisement 
they are reading, they recognize its 
general make up. Follow me?” 

Billy and Grant nodded in unison. A 


small crowd had gathered around the | 


speaker, who then continued. “A good 
example of what I mean can be given in 
your town. 
vertisement with a picture of an old 
shoemaker. I’ve seen it before when in 
Fretton. I should say that the people 


must begin to know the ‘look’ of the | 


advertisement and probably read the 
rather clever sayings of the 
maker—.” 


ILLY couldn’t resist it! “That’s my 


advertisement you are talking 


about, professor!” 


Brinstead raised his eyebrows in sur- | 


prise. “Yours? Well I congratulate 


you. It’s a clever idea and if continued | 
individualize your | 
Then of course you must per- | 


cannot help but 
store—. 
sonalize it.” 

“That’s the point I don’t understand.” 

“The chain stores, by and large, lack 
personality. No hired manager can give 
such a personality to a store as can a 
proprietor. 
explained, sell on national advertising 
and price—the drug people sell nation- 
ally advertised goods at cut prices, so do 
the dry goods people—of course the shoe 
chain doesn’t unless it is a manufactur- 


ers’ chain, selling the makers’ own na- | 
tionally advertised line. The chain store | 


strength is not in buying, as is com- 
monly supposed, but in specialized skill 
in choosing locations and in pushing a 

definite sales policy vigorously. No in- 
dividual proprietor can do better than 
chains in these particulars—he can’t 
afford the high priced specialized brains 
that the chains get. Yet the small re- 
tailer can personalize his store by offer- 
ing that which the chains are weak in, 
namely localized service. 
realize this and are working to overcome 
this weakness; but they can never equal 
the individual’s effort if—and mark 
what I say, mark it carefully—if the 


individual will think as hard and work | 


as hard as the chain store management. 
Unfortunately, too many small retailers 
are lazy—they do what they must 
rather than what they can, and in con- 
sequence they stay small retailers.” 
“Yes, of course,” Billy agreed, “but 
I still don’t see what you mean by per- 
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WHERE TO BUY 
Spats 





Manolis Spats 
Can’t Be Beat 
The oldest spat manufac- 
turers in middle west sell- 
0 doz. pairs. 
Manolis Mfg. Co. 


4248 No. Crawford Ave., 
Chicago, til. 








I noticed a small shoe ad- | 


shoe- | 


) PERFECTION 
a? 
CONSISTENTLY 
THE BEST 
Perfection S pats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and samples on re- 
quest.) 


@ 
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Perfection Overgaiter Co., Ine. 
7 107 College Street, Burlington, Vt. 2 
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WHERE TO BUY 


Women’s Novelties 
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Most of the chains, as I | 





he 
BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility 


BOND SHOE COMPANY, 132 Duane St., New York 








WHERE TO BUY 
Children’s Shoes 


2 








Approved by Medical Men 

4s a fully ventilated 

shoe the Burkley Ven- 

tilated Foot Developer 

is unexcelled. Well 

known surgeons recom- 

send its use. 

Burkley Shoe Co. , 

1156 Ne. Main St. 

Brockton, Mass. 
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IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chicago 
1307 ae Ave. 
St. uis 
49 Fourth St. 

San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 














88 8 et es 


WHERE TO BUY 


W ooden Sole Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


since 
Milwaukee, 
U. 8. A. 











BO A et ee 


WHERE TO BUY 


Shoe Ornaments 
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SHOE 
ORNAMENTS 


for 
MANUFACTURER 
and 
RETAILER 
THE 


REYNOLDS COMPANY 


Providence, Rhede Island 











sonalizing a store. Can you give me a 
definite example?” 

The speaker smiled. “You surely 
keep to your point, young man, so I'll 
answer you as definitely as I can—and 
I’ll keep to such examples as relate to 
shoes, that I have observed ... A metro- 
politan store has built up a personality 
by discouraging any trade but the most 
exclusive—that store is recognized in its 
city as the place where you pay top 
prices but you get excellent shoes, with 
a truly marvelous sales service. Another 
store in an eastern city has cultivated 
the bankers’ and brokers’ trade. It ad- 


| sonalize your store overnight. 
| to grow to it—just as a child grows and 
| develops characteristics by which he is | 


boss. 


lack of well directed, aggressive compe- 
tition from the smal! shoe man. Is that 
clear?” 

“Is it possible for a man to person- 
alize, as you call it, on two things? 
Could I, for instance, combine specializ- 
ing on children’s shoes with taking care 
of fittings that the ordinary shoe store 


| can’t care for?” 


“No reason why not—but to do that | 
you must carry a bigger and more| 
varied stock of your special styles—if | 


| you follow me—than anybody else in| 


this town—Fretton. And you can’t per- 


You have | 


known. Now you'll have to excuse me | 
as I’m going to play golf with my old | 


| friend Emery Parker.” 


“Emery Parker! Gosh, that’s my old | 
I learned all I know from him— | 
nearly all.” 


“No more thorough or squarer man 


| than Parker—lI congratulate you on the | 


training you must have had. And now | 
I must go. 

The little group then broke up and| 
Billy went with Grant to see the| 


| samples the salesman had at the hotel. | 

| Billy was impressed by the thought of | 
| Specializing and decided to build up a| 
| reputation for children’s shoes and for 


specialized fitting service. 
“Funny thing,” he remarked to Grant, 


| “but my girl, Miss Solent, told me to | 
| go for the children’s trade and I’ve in- 


vertises only in firfancial papers or the | 


financial page of the daily paper, using 
financial terms. 
in the store—the owner was a former 
bond salesman. Follow that?” 

“Yes sir,” Billy was listening hard, 
as he said to June later. 


It has a ticker service | 


HEN another store specializes in | 


babies’ shoes. 


the place for babies’ shoes. It carries a 


It’s recognized as | 
| over 


larger stock of their specialty than any | 


other store in its town. You could, if 


you wished, become known as the store | 


for sports shoes; tennis, golf, fishing 
boots and so on. 


You could become the | 


recognized store for taking care of dif- | 
| for a woman was there who wanted to | 


ficult foot cases—all these things I’ve 


mentioned are beyond the present scope | 


of the chain stores—and I question if | 


it would be good business for them to be | 
other than general in their shoe appeal. | 
do ‘anything about it.” 


They must stick to the price, and value- 


for-money appeal and they have es- | 


tablished reputations for fair trading— 
couldn’t live without it; but after all, 
they live to a big extent because of the 


tended to all along—but somehow I’ve 
been so busy, taking care of matters as 
they cropped up, that I’ve had no time 
to get after it.” 

“Which is supposed to mean that the 
business is pushing you, instead of you 
pushing the business!” | 


"G UESS that’s the size of it,” Billy | 
J laughed. “But I’m on my way. | 
Now, I want you to send those semi-| 
orthopedics right away—and when I’ve | 
got that old stock cleaned up—if I| 
don’t die of old age in the meantime— 
I’m going to carry all your orthopedics. | 
I’ll carry an extra stock—bigger than | 
anybody else in Fretton.” 

“Splendid, Mr. Rogers, but you’ll have 
to tune your advertising to your per- | 
sonalized policy—as I suppose the pro- | 
fessor would call it. But you won’t have 
to worry about personality when cus- 
tomers get into your store—you sure 
have ‘it’ all right. Mr. Rogers.” 

“Quit kidding,” Billy frowned, but he 
was pleased just the same. “Now I’ve 
a call to make and must hurry back to 
the store. Poor old Lyman Acks has 
had no lunch yet.” 

Bidding Grant good day, Billy hurried 
over to his lawyers, Wise and Whitman. 
With a feeling that he was “jumping | 
off the deep end and couldn’t swim,” he | 
gave to Wise a list of his “dead beats’’; 
a thousand dollars’ worth of 
small accounts, all accumulated during 
his first months’ wild adventure as a/| 
shoe merchant. 

“Well, that’s done, and we’ll see what 
will come out of it.” 

Lyman Acks was glad to see Billy, | 
return one pair of the shoes she| 
bought at the Cinderella Sale. 

“The shoes were all sold for cash ‘as 

’ Billy said. “I’ m sorry but I can’t | 


“You didn’t say that in your adver- | 
tisement,” snapped the woman. 
“Not necessary, Madame, everybody 


| knows that’s the rule.” 


| construction of the 


“Well, I don’t, and I don’t intend to 
be- cheated neither. Look at your sign 
there—‘Every shoe unconditionally 
guaranteed to satisfy you.’ What’s 
that mean, I’d like to know.” 

Bill gazed in perplexity at the sign. 
There it was all right! So, with a 
shrug, he said, “Very good, madame, 
I’ll give you your 95 cents back.” 

“What! How do you get like that? | 
want $3.35, that’s the price of the shoe.” 

“First pair $3.35, second pair is 95c,” 
Billy said mildly. 

“I know, but this was the first pair!” 

Finally Billy allowed $2.15, the aver 
age price of the shoes and the woman 
left mollified. But Billy shook his head 
dolefully. “Many more like that and 
we'll have these damned shoes_ back 
again. Oh, well, better have your lunch, 
‘lilaes’.” 

“Thank you, Mr. Oh, this 
note came for you.” 

Billy took the offered letter which was 
from Emery Parker. It read: “My 
friend, Professor Odin Brinstead, is my 
guest for dinner tonight. He’s quite an 
authority on retailing. If you are do- 
ing nothing this evening, drop around 
at, say, eight o’clock and meet him.” 

“T’ll be there,” Billy promised himself 
And he was very glad he went too! 


Rogers. 


Colors and Whites for South- 
ern Playgrounds 
51] 


with the hats this season. The brown 
leather shoe, especially in the pump, 
is expected to be featured in Palm 


[CONTINUED FROM PAGE 


| Beach. Its popularity for the summer 


season throughout the country has al- 
ready been accepted. Shades of green, 
including lime, lemon, and grapefruit 
colors, will be important in hats and 
frocks. What shoe will be worn with 
these colorings will be an individual 
choice, as many times the bead or 
pocketbook will be the accent which wil! 
be carried out in the shoes. The un- 
usual will be the smart costume for this 
season, and white footwear is antici 
pated as the unusual accent. It wil 
have a very big season. 

At some of the recent silk showings 
for the advanced Palm Beach mode, 
leisure-hour clothing registered as a! 


| important item. Pajamas and lounging 


apparel of every type and description 
were the featured items for daytim: 
and beach wear. Gay colorful staccat: 
prints, made very alluring by touche: 
of solid color in the blouse and lining 
of wraps, also white and eggshell tones, 
are to be used for the blouse and gird| 
finish. 

The prints of this 
youthful and sophisticated. Black ani 
white are worked into the over ani! 
undertoning. The decidedly Oriental 
motif and the luxury of the spirit o! 
the creators are refiected not only in 
the exquisite fabrics, but also in th 
article, Spanish 
motifs being used in many instances. 

The tricolor motif is seen in all thes 
collections, girdle definitely indicatin: 
the molded and higher waist-line of 
three shades. The Spanish and Tur! 
ish trouser with its slide fastener © 
the hip-line permits the trouser to | 
easily removed for the sun bath on t! 
beach. 

Consequently, our shoe designers ha‘ 
a very fertile field in which to wor 


season appeal 
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‘“Duflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Bunched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
*“Duflo” Smoother 


Your Jobber can supply or 
Write direct 


F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 








Beaded Buckles 


with practical, patented clasp 


No. 1554 
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Five thousand merchants are earning 
large profits featuring National 
Buckle Co. beaded buckles with the 
patented practical clasp. 

Sample assortment for your approval 
cheerfully submitted. 


The National Buckle Co. 


Retail Store 


New York 


Specialists in Shoe Ornamentation for the 


640 Broadway 
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IN STOCK 
AA TOE 
ONE OF 25 


MADE IN PHILADELPHIA 
BY MASTER CRAFTSMEN 


107 — Black Suede, Lizard 
CF. Heel and Strap, Combina- 
tion A C Last—AA to D. 





C. S. GIBBON CO. 





50-54 No. 4th St. Phil., Pa. 


FOR ROOM EQUIPPED WITH 
BATH, CIRCULATING ICE WATER 
and RADIO! 


SINGLE, $2.50, $3.00, $3.50. 
DOUBLE, $4.00, $4.50. TWIN BEDS, $5.00. 


Near Business, Shopping, and 
Theatre Center 


PE OUTH 


| HOTEL 


49th STREET EAST OF BROADWAY ¢ NEW YORK 


Se 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, Nov. 23, 1929 








Make This a Greeley 
Christmas! 


Many merchants are preparing 
to push pretty house slippers as 
gifts. Get your order in THIS 
WEEK for an adequate supply 
of Greeley Boudoirs. In 
black or with 
leather or rubber heels. 
Your jobber should have 
them. If not 


colors, 


IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 
12 Duncan St. Haverhill, Mass. 


write us, 





BX 





The highest- priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


Telephone 


Lackawanna 1400 NEW YORK’'S NEW HOTEL 


| LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 





BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps 


You Do Just That! 
Insures Accuracy of Buying Judgment 


“If a $5 Gold Piece Falls Thru 
a Crack in the Floor”’—is the 
title of our instruction brochure 
for keeping stock records:— 


a 
BOOT & SHOE 
RECORDER 
ry ‘ 
¢ : By 
GE 1p et / 


ry = 


(oe DAILY 
EC OR 





Black 

Cloth 
Binder— 
red imitation 
leather back 
and corners, 


Supplied with each order for 


gold lettering the Stock Record System. 

















One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
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| COMPARISON FORM 
} 


Form 103 
MASTER STOCK SHEET 


| ee be saws 


; MONTHLY INVENTORY 
Form /#e 
} 





port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 








—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 


supplied 
50 Sheets—$3.00 
10 Sheets—$1.00 


“y : |_| (minimum order) 
aacwaty | y, Each fits the STOCK RECORD loose 
Yeh Seige? 1 1 \ ec leaf binder. 








a 


[9°88008 





| Size 

| Black Cloth Binder—11%”" x 13%” 
| ete —100 Daily Sales and Stock Sheets, 
— 1 Comparison Form, with 4 Inventory 
| | i Pads (or 2 Inventory Pads, 100 
— J |_M Sheets, and 2 Buying Order Pads, 50 
"8880009 Sheets) and 1000 Carton tickets with 


clips:— $Q.50 


West of Denver, $9.00 
Canada and Foreign, $9.50 


‘as saa 2 Above, not including 
re ti | CARTON TICKETS, $6.00 
— West of Denver, $6.50 
(New Revised Fifth Edition) sot een “a please 
De Luxe Flexible Binder with gold embossed name 
shield—illustrated above at top—supplied in place 
of Black Cloth Binder at $1.25 extra. 




















Shoe Carton Tickets 
ic. per 100; $1.50 for 500; $2.50 for 1000 


50 e 
Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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“Brush up. 


your 














Nearly every person who 

enters your store is a pos- 

sible purchaser of REPco 

Brushes and Daubers. 

Display Rerco Brushes 

and Daubers prominently 

and call your customers’ 

attention to them. Take 

advantage of this fine op- 

portunity for additional 

findings profits. @{Rerco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. {Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 
finest stock and finish. 





For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 


J. K. Krieg Company, 39 Warren Street, New York City 
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SOUKE > DES. SEARCHED SERVKCE OOF 
Including 100 Price Tickets 


4A » > a Ad 


at SS 


. 4 

4, WO S 

yt | <c A on dS 
\ che : Oe ae 


. \ oat i 
| \ SuART Movtts te foul ty of 
| , 7 Goop Dressers 
i \ ne 
















































Gold lettering on black—orange pumpkin 
(From our October Service) — 
RECO 
YOU ARE TOLD help ys 
by shoe manufacturers of how valuable is consumer advertising—of how it pulls cus- tomer-<« 
tomers into your store. Many thousands may miss the manufacturer’s magazine adver- trim. 
tisement— cover | 
BUT cards f 
the window-shopper doesn’t miss the show cards sales message. = 
The annual card services include:-— 
Modernistic card holders, gold with black trim (3-color interchangeable show card monthly servic 
festoon base between frame and plateau) enhance the 14 all sales messages different, each month’ S 
beauty of your window cards—harmonize with the finest cards of different designs and colors. 
hs a Annual Card Service is exclusive for one merchant i 
Printed Price Tickets an average size town, suburb or metropolitan shopping 
center. 
Either of the tickets illustrated below will —It is the most valuable of window card franchises to ow 
be supplied free to annual card service for your town, suburb or metropolitan shopping center. 
members in place of blank tickets each MANY WELL RATED MERCHANTS from coast ) 
; ae : coast now use it for pulling window-shoppers into thei 
month in the quantity indicated in the stores. ) 
di la ; ' 
description of each monthly card service. Ask us if your town is or may be open. 
m 3-Color Printed Price Tickets 
Attractive All Regular and Clearance Sale. 
Hand-Lettered Any prices wanted 25c to $22.50—Green Border 
te, a) Price Ticket Any prices wanted 85c to $14.00—Orange Border 
Actual size, blue and 
4 j reddish brown design, 6-doz. odd lot assortment §1.10 
. | black figures—80 dif- 
/ | Ge lee. 12 doz.—g2.00 
69c to $17.50 Mt Sea G.50 N 
25c per dozen 12 each of 6 prices 85c. - 
a 
6 doz.—$1.25 12 doz—$1.50 m 
Up 12 doz.—$2.25 . 24 doz.— $2.50 
24 dan — $400 POS i dew. of ene guice 1% 
Check With Order, Fi , 
Please = ( Actual Size) Cash or stamps with order. 
Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 
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nsisting f4 Cardholders «< 12 Showcards 


xclusive in your town ortrading area 
a f° , \ " LA sat - - 


aii 
































Models > 
Interesting? 


» Mes i 


(From our ‘AUGUST service) 











Tia Select the Ng 


NOVEMBER-DECEMBER ~ sxsi'r:- 


Then Mail Coupon 


RECORDER SHOW CARDS Service 8 cards (7"xI1*) 4 Card 
help you to take full advantage of the big value of your point of cus- No. 1 Tickets, or 72 Printed Price 
tomer-contact, of your consumer-advertising, which is your window a eo. ae oe 
trim. Our cards each month are of different color of different wording, $4.00 monthly ($48.00 the year) 
cover the current style trend, and your store service. Also includes 


iber’ i Service 12 cards (7”x11”) 4 Card 
cards for the subscriber’s special events. Service, Haider” {G0" Blank’ Paice 


Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 


$5.00 monthly ($60.00 the year) 





7 NOW READY 


DECEMBER CARDS 


6 cards, 2 Card Holders. 
(3 colors—Gold board—7-11 inches) JUNIOR 











. 0 Blank Price Tickets, or 
Service Hy P ’ 

1 rinted Price Tickets, any 
vet om som wanted, of either design illustrated 
mon elow. 

SINGLE SHOW ¢ () ¢ $3.00 monthly ($36.00 the year) 
— CARDS ante a (100) Printed Price Tickets 
10 ing ke Mapmentes with each month's creweerde=—seree my 
Pping (Either with or without text) : Sask thehete tediaahed ahewe oh a0 exam’ Gur month 
additional 
Check With Order, 32 popular retail 
to ow Pl prices to select from. 
enter. ee 
eos tt Select any subject below by number Mail the Coupon 
to thei In the panel are brief descriptions of 


the several Services we offer. Select the 
one you wish. 


COUPON 
BOOT & SHOE RECORDER, 


Available to merchants in towns only 
where there is not an annual card 


service member. Above illustrates one of Decem- 
ber cards—dainty, colorful—die- 
cut to look like piled up boxes. 
































WOMEN’S HOSIERY a. = il 
t—Leather Heels are Smart— 9—Give Her silk hosiery, the ideal 189 W. Madison St., Chicago, I e 
2—Fashion is partial to pumps— siftt— Please enter our order for the Recorder “Sell- 
r 3—Galoshes—an appropriate gift— ing Messages” card service No. for one 
4—Lovely bucitles, the gift exquisite— GENERAL year, consisting of cards each month 
: ; y and art card holders, with the first 
MEN’S 10—It’s a en knowing how to design month’s service, beginning with cards for Dec. 
5—-Wing Tips are smart—latest — for which we will pay $———— per year, pay- 
styles— {t—Do your Xmas Shopping Now! able $——-— per month. 
6—For His Gift—Comfort Slippers— tte we hen te te tien For cash in advance full year’s service, 5% 
7—Mr. Man—here’s a smart new festivities— discount. 
style— indeed ‘wank iii tn tim (If service be discontinued before expiration of 
CHILDREN’S for— — order, we agree to pay $1.00 per month additional 
s—a TI fc ns : ads 1 1 14-8 ai a for each month’s card service delivered.) 
7 or 8S a—New shoes, rea ouse Slippers— y're sure t a 
raed a er ' . please. = Pe We sell Men’s, Women’s, Children’s shoes and 


hosiery. (Cross out lines not carried.) 
Printed Price Tickets:— 
$—— $— s—_- $$— 3$— $—- 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 


. . ee BO TRS nce cic ccvcccncevcnsvesecsensesees 
ments, which better cover their merchandising program. 





Merchants Service Dept. nant 
BOOT AND SHOE RECORDER EI. sssstainoenonsniadnceniteanntonmnatiig 


189 W. Madison St., Chicago 


(Nov. 23rd issue) 
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SNARE a LORE OS SS ni ONS PENT 


unetene 


THIS MAY BE 





YOUR OPPORTUNITY 











SALESMEN WANTED 


SALESMEN WANTED 








Wonderful Opportunity 
BROCKTON for live salesmen with established trade in 


the following territories: 
- 
MANUFACTURER Rast Texas 


OF 2d 
Wisconsi 
MEN’S MEDIUM AND ‘ ‘Kentucky 
Tennessee 
HIGH GRADE SHOES North & South Carolina 
is interested in talking with a. 
‘ ss = mies Nebraska 
TWO REAL SALESMEN To sell one of the fastest Women’s Novelty 


who know shoes and know the trade a in A, wt, at $2.85 and 


in the following sections: 

The Pacific Coast, East Texas, Okla- FASHION SHOE CO., Ine. 
homa, Arkansas and Louisiana. 1412 Washington Ave. 
To receive consideration a complete S68, Leute, Be. 
history of experience and results ac- 
complished must be fully given’ in 
first letter. No attention otherwise. 


All replies absolutely confidential. WANTED —~— 


Address B-471, care Boot and Shoe 
Recorder, 239 W. 39th St., New 
York, N. Y. 








General line salesman for established 
territory in South Eastern New York, 
including Poughkeepsie. Prefer 
salesman covering this section and 
acquainted with territory. 


ALESMAN tto carry a well known popular : . . 

line of stitchdown shoes and sandals through Write Hurd Shoe Co., Inc., Utica, 
the Middle Western States. Must be a person N. Y., with information as to lines 
with a good following and one who can produce ted, amount of shipments last 
on a salary and commission basis. Only those piscina P 
highly recommended need apply. State full two years, age and at least two 
qualifications in first letter. Address B-456, responsible _ references. Address 
care Boot and Shoe pogo, 239 West 39th B-470, care Boot and Shoe Recorder, 


Street, New York, N. 
ro Nhat 239 W. 39th St., New York, N. Y. 


SALESMAN to carry a well known popular 
line of stitchdown shoes and sandals on the 
Pacific Coast. Must be a person with a good 
following and one who can produce on a salary GALESMAN experienced in managing retail 
and cummission bagis. Only those highly recom- shoe store. Excellent proposition with large 
mended need apply. State full qualifications chain in Carolina. Good chances for advance- 
in first letter. Address B-457, care Boot and ment. In reply enclose three reference letters 
Shoe Recorder, 239 West 39th Street, New covering character and experience for past five 
York, N. Y. years. Address B-461, care Boot and Shoe 
a aa 239 West 39th Street, New York, 


























GALE SMEN’S OP PORTU NITY—Make_ ex- 

penses selling Sullivan’s “Ye Quality” Baby — 
Stree and Moccasins. Attractive Commissions. CANADIAN REPRESENTATIVE to handle 
Beautiful shoes. State territory and give refer- general line of shoes made in the United 
ences. Correspondence confidential. Sullivan States. Give all details in first letter. Address 
Baby Shoe Mfg. Co., 14 Edmunds Street, B-460, care Boot and Shoe Recorder, 239 West 
Rochester, N. Y. 39th Street, New York, N. Y. 





ALESMAN WANTED to carry our product 
as a sideline, good territories are open. We 
are interested only in those who have time and 
room for an extensive sideline. Manolis Mfg 
Co., 4248 No. Crawford Ave., Chicago, Il. 





S ALESMEN—A. manufacturer of medium and 
high grade Stitchdown Shoes offers a sjlen- 
did proposition to salesmen, with well developed 
territory, who wish a side line. Terri ory 
must be worked closely. Commission basis 
only. Give references and experience in (irst 
letter. Address B-459, care Boot and 10e 
Recorder, 239 West 39th Street, New York, 
ms Oe 





GALES SMEN for side line shoe specialties for 
retail trade. Pocket samples. F. G. Maloney 
& Co., 724 Parsells, Rochester, N. Y. 





SAL sESMEN WANTED — Commission sales- 
men to handle a line of medium priced 
Children’s Stitchdown shoes in the South and 
West. To sell Department Stores and case lot 
buyers. Shoes carried in stock by manufacturer 
Give references and line now selling ir rst 
letter. Address B-469, care Boot ay Shoe 
seteeter, 239 West 39th Street, New York, 
— 4 


ANTED by Middle Western Manufact rer 

of Men’s Dress Welts, a line of quality 
and style at popular prices. Territories Kan isas 
and Colorado, also Nebraska, South Dakota and 
Wyoming. Some _ established trade, li 
contract. Give experience and references in 
first letter. Address B-450, care Boot and 
Shoe ree 239 West 39th Street, New 
York, N. 








ALESMAN: Large New York Manuf 

of Popular priced line Ladies’, Men's, a: 
Children’s Soft Sole Slippers have lucratiy 
territories open for experienced salesn 
1930. Commission basis. Full particula: 
your first letter. Vincent Horwitz Co., I: 
64-76 W. 23rd St., New York, N. Y. 


RAVELING SHOE SALESMAN, one with 

large following with ladies’ novelty yes 
to handle strong selling line of Shoe Ornaments 
as side line. Commission basis, exceller t op 
portunity for right party. State refé 
and exact territory covered, in first 
Territories open: Arkansas, Colorado, 
necticut, Geor ia, Indiana, Iowa, Kentucky, 
Tennessee, aine, Minnesota Mississippi, 
Nebraska, New Jersey, North Carolina, Okila- 
homa, Virginia and Washington. Address [}-453, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, 











Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be oggett at the Boot and Shoe Recorder, 239 West 39th 

St., New York, N. Y., on Monday of the week of publication in order 

that advertisements be published same week. Otherwise } E. 
be put over to the following week’s issue. 


POSITIONS WANTED When advertisers desire answers to 
4c per word. Minimum Charge 75c. come in our care twelve words must 
LINES WANTED be allowed for address. When adver- 
4c per word. Minimum Charge 75c. tisers desire replies forwarded direct 
ALL OTHERS Ff Fy RS 
7c per word. Minimum Charge $1.25 tisement and a antl tes escesding! — 
ALL DISPLAY SPACE Payment in advance Re ex- 
Five dollars per inch. Allow 45 cept when regular Sees ry) 
words to an inch ameunts are too small to open accounts. 














POSITION WANTED 





REDIT MANAGER, available now. 

Thorough experience in credits and 
tions. Good correspondent. Ten yea 
general line shoe manufacturer with ; 
in all sections of the country. Addres 
care Boot and Shoe Recorder, 80 | 
Street, Boston, Mass. 





WANTED—Position as Manager or 
or assistant with shoe concern 
references, 10 years’ executive ex} 
Emanuel Roman, Box 515, Pittsburgh, 


S HOE MANAGER Andrew A. Bro 

has been with O’Connor & Gold! 
Chicago for 12 years desires to make a 
connection in Los Angeles or nearby. - 
Andrew A. Brown, care pean, 4168 
ton Rd., Los Angeles, Cal. 
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POSITION WANTED 


POSITION WANTED 








organization. 





Manufacturing Executive 


This man knows every detail of the shoe manufacturing busi- 
ness; leather, systematizing, costs, all the ins-and-outs of operating 
—especially on women’s and children’s shoes. He is 40 and is now 
employed. A remarkable record of wide and successful experience 
and sound principles entitles him to consideration by any manu- 
facturer seeking a manager or assistant to the head of a large 
Address B-468, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





FOR SALE 





FOR SALE: X-ray machine, animal zoo, 
benches and fixtures for growing girls’ and 
women’s shoe department. Finished ina light 
green. Wonderful asset to any shoe depart- 
ment. Helmholz Shoe Mfg. Co., Milwaukee 





LINE WANTED 





LADIES’, Growing Girls’ McKays in case lots 
for next year, Twenty years in Michigan. 
Know the paying trade. J. Peters, Box 343, 
Dearborn, Mich. 





LOOKING for popular price line men’s or 
“ ladies’ shoes; any territory, by man with 
car; ten years’ experience; can give good 
references. Address R467, care Boot and Shoe 
aaa 239 West 39th Street, New York, 











FOR SALE 








to $20,000.00. 





FOR SALE 


Shoe Store in Ohio City of 42,000 and a growing city; established business; a 
store that has always made money selling high grade footwear; can reduce stock 
Selling out to dissolve a partnership. 
Address B-466, care Boot and Shoe Recorder, 239 W. 39th Street, New York, N. Y. 


No agents need apply. 


LINE WANTED FOR 
TEXAS AND OKLAHOMA 


Well known salesman with large established 
business and wide acquaintance, is desirous 
of securing a reliable line of shoes for Texas 
and Oklahoma Rest of references furnished 


Address 8-464, care Boot and Shoe Recorder, 
239 West 39th Street, New York, WN. Y. 























FOR RENT 











the shoe trade. 





New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
Complete information can be had by writing 


the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 


HAVE ten years’ successful experience sell- 
ing shoes. Illinois including Chicago, part 
of Indiana. Desire a good reliable factory 
line. Am well acquainted with the best accounts 
and make the territory by auto. Address B-465, 
care Boot and Shoe ‘Recorder, 239 West 39th 
Street, New York, Y. 


SA! ESMAN with good Sdlinwine in New York 
City and New Jersey wants to carry as side 
line Boys’ and Men’s Welt Shoes or Slippers 
Address B-463, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 14438 




















MERCHANTS’ NEEDS 





umadle.bu | 
stcaiiz Sons 


933 ARCH ST. 
PHILADELPHIA, PA. 
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MERCHANTS’ NEEDS 


© @ 


POMPOMS AND our anenrs FOR 
SOFT SOLE SLIPPE 
The right merchandise at the on a 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY ©O. 
693 Broadway New York City 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds ané 
Ends. Unexpired leases taken ever. 
Phone or write 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Dock 03652 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odde and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions, 


Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 6655 




















BUSINESS OPPORTUNITY 











MERCHANTS’ NEEDS 











OU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 
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Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Betablished 1903 New York 























MERCHANTS’ NEEDS 

















$39.50 
For Complete Set 


Consisting of 
es 

in a 24, 
Solid American Walnut. 


Weighted Bases — Metal 
Connections. 









THE HECHT FIXTURE CO. 


| snow YORK | 233 Seuth Wells St. 
142 WEST 38th ST. CHICAGO 





















fy) 
\ 


a 


<A 














$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 


416 Victoria Bldg. St. Louis, Mo. 























Floodlights 


or 


Spotlights 


$3.95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 


Sent C.0.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 


OVEN 


SHOE 
LABELS 


The DISTINCTIVE and 














PERMANENT MARK 





F.H.KLUGE 
WEAVING CO. 


33-39 W 34THST. NWY.C. 
Phone WISCONSIN 8130 





MERCHANTS’ NEEDS 














MERCHANTS’ NEEDS 




















EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 










Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port- 
» Oregon; San Francisco, Calif, 











BLACK SATIN DYE 


(A Recent F. C. 

A wonderful lustrous jet 

dye for re-dyeing colored 
slippers. 

CAN BE STORED 

INDEFINITELY 


back if not 


Co. Discovery) 
black 


satin 


$2.50 a pint—money 
satisfied. 


Distributors and Jobbers Wanted. 


Frenchee Chemical Co. 
447 E. 45th STREET 
BROOKLYN, N. Y. 

Makers of * 


*‘Hollywood” Shoe Dressings 











Remodels Shoe Section 


FLA. (UTPS)—The shoe de- 
Sewell’s, Miami’s oldest 
remodeled and refur- 
nished and brought up-to-date. The de- 
partment is in charge of Mr. Sam 
Bailey. The store caters only to high 
class trade and handles fhe better class 
of merchandise. 


MIAMI, 
partment in 
store is being 


Patent Granted on New Method 
of Making Soles 


HAVERHILL, MAss.—F red W. Millay, 
shoe last manufacturer, this city, has 
been granted a patent for a method of 
making shoe soles. Mr. Millay is al- 
lowed eight claims on the new inven- 
tion, which is described as a method 
for making shoe soles, consisting in 
clamping a piece of sole leather to a 
template and trimming the leather to 
form a sole having the outline of the 
template. 
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Shoe Window 
Display Fixtures 










Assortment of all Period Designs 

including Modernistic and some 

splendid “Close Outs’ at most 
interesting prices. 






Catalogs on request 


THE OSCAR ONKEN CO. 
No. 611 W. 4th St. 
CINCINNATI, O. 

























|| SHOE CARTONS 
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Milbradt 
=| Rolling Step Ladders 


Bnable you to reach your 
ar shelves convenient- 






“They last a lifetime 
and 


“| Are made in any style, 
shape or size to fit any 
kind of shelving. 


-——1 Write for general catalog 
——~yand let us suggest the best 
ladder for your use. 
Milbradt 
Manufacturing Co. 
Established 1895 
2416 Do. 1Cit Street 
ST. LOUIS, MO. 

































ESTABLISHIO 1890 


LABELS 








EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 













2e3- 271 LEXINCTON AVE , BRODKLYN. n¥ 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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B USINESS 
BS AROMETER 


Business Changes 


CALIFORNIA—Les Angeles—W. A. McIntyre 
(5702 Melrose Ave.) ; shoes, etc.; reported sold 
to H. L. Pasch. 

Berel Rosenstock (1931 San Fernando 
shoes, ete.; reported sold to Daniel Emus. 

San Luis Obispo—Southwick’s (898 Monterey 
St.); boots, shoes, etc.; reported quitting busi- 
ness. 

FLORIDA—Miami—The Ben Bargain Store; 
boots and shoes; recently incorporated. 

ILLINOIS—Chicago—Albert Baskind 
W. Chicago Ave.); boots and shoes; 
succeeded by Baskind Co. 

Jones Shoe Den (5618 W. Chicago Ave.) ; 
authorized capital $10,000. 

INDIAN A—Mishawaka—Israel 
(Ideal Clothes Shop); shoes, etc. ; 
ine out business. 

MASSACHUSETTS—Beverly—W. L. Delaney 
Co.; shoe manufacturers; inc. authorized capital 
$100,000. 

Boston—Abraham I. Cohen 
Wholesale boots and shoes; 
business, 

Cohen-Sherman Shoe 
St.); wholesale boots 
Isaac Cohen, president, 
changed to Sherman Bros. Shoe Co. 

Haverhill—Roberts Shoe Co.; shoe man- 
ufacturers; inc. authorized capital $100,000. 

Lowell—Jackson Shoe Co.; shoe manufactur- 
ers; inc. authorized capital $60,000. 

Marlboro—Times Shoe Co., 
ufacturers ; reported liquidated. 

Newburyport—Moss-Seamans Shoe 
manufacturers; reported liquidating. 

MICHIGAN—Lansing—Cut-Rate Stores 
shoes, ete.; recently incorporated. 

MISSOURI — Luxemburg — Shuman’s 
Store: shoes, ete.; ine. authorized 
$10,000. 


Rd.) ; 


(1204 
reported 


inc. 


Goldberg 
reported clos- 


(132 Lincoln St.) ; 
recently commenced 


Co. (104-108 Lincoln 


and _ shoes. Abraham 
retired. Name of firm 


Inc.; shoe man- 


Co.; shoe 


Co.; 


Shoe 
capital 


NEW YORK—Brooklyn—J. & T. 
(retail stores New York City); 
ufacturers; reported capital stock 
from $128,000 to $775,000. 

Jefferson Shoe Mfg. Co., 
Ave.), (210 Taaffe Place), shoe 
reported moved plant and offices to 


Cousins Co. 
shoe man- 

increased 
Inc. (225 Classon 
manufacturers ; 
Newton, 
New York City—Alpha Shoe Ine. ; 
shoes, authorized capital, $15,000. 

Enna Jettick Shoe Shop.; boots and 
reported name changed to Natural Bridge 
Shoe Shop. 

Emanuel M. Held 
E. 167th St.); boots and 
ing out in bulk. 

Jacob Stern (593 138th St.) (1564 Westchester 
Ave.); boots and shoes; reported to have sold 
store at 593 138th St. 

NORTH CAROLINA — Oxford — The Long 
Co.; shoes, ete.; reported will sell stock and 
go out of business. 

NORTH DAKOTA—Fargo—Fred W. Kruse 
Co., Inc. ; boots, shoes, etc. ; reported closing out. 

OHIO—Cleveland—The Square Drygoods Co.; 
shoes, etc.; recently incorporated. 

Lorain—Nina Levin; boots, shoes, ete.; re- 
ported succeeded by National Chain Store, Inc. 

PENNSYLVANIA—Freeport—Joseph Scheitle 
(Scheitle Shoe Store); boots and shoes; sold to 
Joseph C. Call. 

Philadelphia—De Luxe Shoes; shoes, etc. ; 
authorized capital $10,000. 

SOUTH DAKOTA—Wentworth—H. 
shoes & harness; reported closing 
stock, 

Wessington Springs —Cook & 
shoes, etc.; reported closing out. 

TENNESSEE—Chattanooga—J. 
Co., (1439 Market St.); shoes, 
closing out entire stock. 

WISCONSIN—La Farge—C. J. De Jean; 
shoes, etc.; reported sold or closed out business. 

West Allis—Otto Blanke Clo. Co.; shoes, 
clothing, ete.; reported retiring. 


Co., 


shoes; 


Arch 


(The Shoe Emporium) (88 
shoes; reported sell- 


inc. 


J. Dubbe;: 
out entire 


Eggleston ; 


w. 


ete. ; 


Johnston 
reported 








Failures, Embarrassments, Etc. 


CALIFORNIA—Glendale—J. W. Elson (The 
Colorado Store) (1354 E. Colorado Blvd.) ; 
shoes; reported assigned. 

Indio—Jesse H. Rosen 
shoes, etc.; reported petition in 
reported receiver appointed. 

San Francisco—M. L. Gensler; boots 
shoes; reported petition in bankruptcy. 

ILLINOIS—Chicago—John F. Karthen (3146 
Montrose Ave.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

MASSACHUSETTS — Boston — Sally Shoe 
Shop, Inc. (77 Summer St.); boots and shoes; 
reported meeting of creditors called for Nov. 15. 

Lynn—Merrill Shoe Co.; shoe manufacturers ; 
reported meeting of creditors called for Nov. 12. 

Quincy—Leon’s Shoe Store (Arthur I. Weker, 
Prop.); boots and shoes; reported petition in 
bankruptcy. 

NEW JERSEY — Atlantic City — Hyman 
Guard (801 & 2004 Atlantic Ave.); boots and 
shoes; reported petition in bankruptcy. 

Elizabeth—M. Luftig (Wear Well Shop); 

ts and shoes; reported called meeting of 
creditors for Nov. 13. 

Newark—Charles Gerson and Leonard Ham- 
mer (Rose Marie Shoe Shop) (140 Halsey St.); 
boots and shoes; reported receiver appointed. 

NEW YORK — Brooklyn — Lillian Austern 
(Mrs.) (‘Merit Shoe Store’) (456 5th Ave.); 
sag and shoes; called meeting of creditors for 

lov. 13. 

Refined Shoe Co., 
shoe manufacturers ; 
creditors for Nov. 15. 

Buffalo—Joseph Freed (Broadway & Lombard 
Sts.); boots and shoes; reported assigned. 

Glens Falls (also Saratoga Springs)— Boston 
Sample Shoe Stores, Inc.; boots and shoes; re- 
ported offering to compromise at 40%. 


(Yellow Front Store) ; 
bankruptcy ; 


and 


Inc. ; (330-332 Melrose St.): 
reported called meeting of 
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Grossman & Son (3036 
reported offering 


New York City—H. 
Third Ave.); boots and shoes; 
to compromise at 60%. 

Emanuel M. Held (The Shoe Emporium) (88 
E. 167th St.); boots and shoes; reported called 
meeting of creditors. 

Samuel Karpelowsky 
boots and shoes; reported 
creditors. 

Richmond Hill—Aaron Cooper & Jacob 
Brooklyn); boots and shoes; reported 
meeting of creditors for Nov. 8. 

Rochester—-George D. Doescher (1162 Clinton 
Ave.) ; boots and shoes; reported assigned. 

South Fallsburg—David Smith; boots and 
shoes ; ¥ en called meeting of creditors for 
Nov. 

NORTH CAROLINA — Farmville— W._ E. 
Joyner; shoes, etc.; reported petition in bank- 
ruptcy. 

OHIO—Cleveland—Edward J. Jessel (4103 
Clark Ave.); boots and shoes; reported effering 
to compromise at 61% 

Toledo—Nasts, Inc.; 
offering to compromise 

PENNSYLVANIA—Philadelphia Mennies & 
Liepoff Shoe Mfg. Co. (269 S. 9th St.); shoe 
manufacturers; reported called meeting of 
creditors for Nov. 13. 

RHODE ISLAND—Pawtucket 
(56 N. Main St.); clothing, 
ported petition in bankruptcy; 
ceiver appointed. 

TEN NESSEE—Chattanooga—Shyer & Rosen- 
blum; boots, shoes, etc.; reported petition in 
bankruptcy. 

Johnson City (and Erwin)—Ewald & Co.; 
shoes, etc.: reported petition in bankruptcy. 

WYOMING—Rock Springs—Dain’s Shoe Store 
(Opol Dains, Owner): boots and shoes; re- 
ported petition in bankruptcy. 


Houston St.); 
meeting of 


(149 E. 
called 


(also 
called 


shoes, etc.; reported 


Morris Perlow 
shoes, etc.; re- 
reported re- 


105 


Latest Reports 


of New Stores, 


Failures, Embarrassments and 
9 


Bankruptcy Proceedings 


New Shoe Dealers 


Herman, Neb.-—Everett Potadle. 
Etowah, Tenn.—-W. H. 
Lafayette, Ky.--DeWitt 
Mounds, Ill.Ruby’s Shop. 
Togo, Minn.—Cook Co-Op. 
Salem, Ind... Frank Braman. 
New York, N. Y.—National 
86th St. 
New York, N. Y. 
Fulton St. 
San Angelo, 
Chadbourne. 
Jersey City, 
son Ave. 
Grand 
Store. 
Inman, Neb.—The Fair Store. 
Albion, Neb.--A. J. P. Groff 
Block. 
Hemingford, Neb. 


Patterson. 


Joiner & Son. 


Store. 


Shoe Co., 1689 


Thrift Shoe Shop, 1590 


Tex.—-The Vogue Shop, 210 5. 


N. J.—Wm. Phillips, 415 Jack- 


Island, Neb.—-Cressey Nue Wae Shoe 


Co., Poynter 
Grand Leader Store. 
Philadelphia, Pa.—Stanley Shoes, Inc. 
Erwin, N. C.—Peterson-Jones Co. 
Albuquerque, N. M.—Cain’s Shoe 
402 W. Central Ave. 
Elizabethtown, Ky.J. C. 
Holdrege, Neb.—J. C. Penney 
Sturgis, Mich.—Montcomery 
San Pedro, Cal.--Montgomery 
& Pacific, (soon). 
Middletown, Ky.--W. T. 
St. (soon). 
Brunswick, Ga.-W. T. Grant 
Visalia, Cal.—J. J. Newberry 
Locust St. 
Bristol, Va.--G. R. 
Lenoir, N. C.—Lenoir Shoe 
Watertown, Y Brownbilt 
91 Public Square. 
a NED Conn. 


Store, Inc., 


Penney Co. (soon). 
Co, 

Ward & Co. 
Ward & Co., &th 


Grant Co., 410 Main 
Co. 
Co., Main & 
Kinney Co., 604 State St. 
Store, Inc. 
Shoe _ Store, 


Co., 37 S. Main 


Leavitt 
_— Tex.—Riley & Jones. 
Charlestown, W. Va.--John Lee, 
Aberdeen, S. D.--J. J. Newberry 
Chelsea, Mass._-Weldon Shoe Co., 

Ave. 

New York, N. Y.—-H. J. Shoe Corp. 
Paton, Ia..-_M. H. Danner. 
Jamestown, N. Y..-Herman Arnson. 
Lowell, Mass.—Jackson Shoe Mfg. Co 
Concord, N. H.—G. R. Kinney Co., 

N. Main St. 
Kansas City, Mo. 
Santa Monica, Cal. 
Spartanburg. S. C 

Shop, 138 E. Main St 
Blaisdell, N. D.—Mrs. C. O. er 
Gainesville, Ga.--Tucker-Newman 
Fort Wayne, Ind.-- Ford L. Ric hold, 

houn St. 
Atlanta, Ga. 

94 Alabama St. 
Golden City, Mo.-E. W. 
Embrun, Ont., Can.—I. 
MeNeil, Ark.—New Economy 
New York, N. Y. Ever Rest 

Spring St. 

New York, N. Y. 

E. 75th St. 

New York, N. Y.._Namreh Shoe Corp. 
Hernando, Miss...W. _D. Gooche. 
Maywood, Cal.—A. Hurewitz, 

Ave. 
Baltimore, 

ton St. 
Ashland, Ky. 
Owenton, Ky.-Lorman Bros. 
Sanders, Ariz...O. W. Marty. 
Kendrick. Idaho —L. J. & R. H. 
Colusa, Cal.—Irving Gollober 
Woodland, Cal._Irving Gollober. 
Ishpeming, Mich.—Ishpeming Store 
Muskegon, Mich.-Vogue Fashion 

W. Western Ave. 

Mass City, Mich.—Nelson 
Virginia, Minn.—Schneider 
Chipvewa Falls, Wis._-Porath & Schlaefer. 
Seattle, Wash.._Sam Chicheti, 512 Olive Way. 
Seattle, Wash..-Saad Bros., Vance Bldg. 
Baker, Ore.—Harve. Hendrick. 
Milwaukie, Ore.—Fred Hoesley 
Toledo, Ore.-G. P. Enger. 
Mineral, Wash.—L. F. Phelps Co. 


Ine. 
Co. (soon). 
242 Crescent 


Inc., 87 
Renard’s, 1204 Main St. 
y Rose. 


Modern Cinderella Shoe 


“1011 Cal- 


Carlton Shoe & Clothing Co., 
Bass. 

J. Clement. 
Store. 
Slipper Co. 


Paris Style Shoe Co., 181 


4108 Slauson 


Md.—C. Crockin, 655 W. Lexing- 
Johnson Co. 


(soon). 
Pearson 


Co. 


Shop, 211 


Contin. 
Shoe Co. 


(soon). 








mre Bae 



















Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 


problem of the retail shoe merchants. 
The chief purpose of THe Boot anp 
Suor Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 
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4th Cover 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


[¢ is time to get back to the very 
fundamentals of why shoes are 
needed anyway. It is all due to a 
delicate nerve cell in the ear. Think 
that over and hold yourself in readi- 
ness for an article that you should read, 
your clerk should read, your sons and 
daughters should read and the public 
should be told something about. 

We have come to the time when it 
is necessary to show that transporta- 
tion by rail, car, boat and airplane is 
simply foot power magnified. 


et 


HERE is an issue with a broad pur- 
pose—to increase the appreciation 
of the worth of shoes by the American 
public—so we approach the subject 
from a new angle. Something must be 
done to create acceptance of better 
shoes or else, before long, six dollars 
will be termed “high-priced.” Why 
should there be a blind spot between 
six and ten dollars—and a lessening 
interest above ten? Can it be that 
comparison of price advertising has 
been carried to such a competitive point 
as to make the public mistrustful of 
all shoes? Time to rebuild apprecia- 
tion of craftsmanship, design and ma- 
terial selection. 








INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vuleanizes the outersole to the 
innersole.... 


One pliant unit that will neither crawl, bunch nor squeak . . . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 


Manufacturers of Vuleo Products 


Statler Building Boston 
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